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Inter-Regional Has 
‘All Physical Loss”’ 
Form for Dwellings 


Recommended to All Regional Ad- 
visory Organizations for Early 
Adoption Nationwide 


STABILIZATION IS DESIRED 


New Form Attaches to Fire Pol- 
icy; Earthquake, Flood and High 
Water Contamination Excluded 


The Inter-Regional Insurance Confer- 
ence in New York announces that a new 
dwelling building all physical loss form 
has been recommended to all regional 
advisory organizations and independent 
fire rating bureaus for early adoption 
nationwide. This coverage is not for 
contents of dwellings. 

Inter-Regional’s executive committee 
feels that this form will be a material 
factor in stabilizing the currently con- 
fused dwelling coverage situation when 
promulgated nationwide, coupled with 
the recently recomended named-peril 
broad form for dwelling buildings and 
contents. In developing this stabilization 
program, not only the best interests of 
the fire insurance industry, both com- 
pany and agent, have been kept in mind, 
but also the public interest, the confer- 
ence says. 

Similar to SHO Policy 


This new form was prepared after 
consideration of the SHO form of the 
Fireman’s Fund, but the Inter-Regional 
climinates coverage for earthquake and 
contamination. There are also some 
other minor differences. It is not ex- 
pected now that the Fireman’s Fund will 
file SHO in New York and some other 
states as that company has been repre- 
sented on the Inter-Regional committees 
and is working toward stabilization of 
the multiple peril field. 

Some weeks ago Inter-Regional of- 
fered another policy, on a named peril 
basis, covering dwellings and contents. 
It has been approved for use in several 
Mid-Western states and will go into 
effect in the South during July. It is 
hoped that with the Inter-Regional’s 
building and contents named peril form 
and the new all risk form for dwellings 
only that the majority of stock fire in- 
surance carriers will ultimately accept 
these as replacements for individual 
company forms. 

The new “all risks” form attaches to 
the fire insurance policy to cover pri- 
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Dr. David McCahan 
Dies After Heart 
Attack at Age 56 


President of “American Coilege; 
Was for Years Chief Assistant 
to Dr. S. S. Huebner 


WON FAME AS EDUCATOR 


Addressed Many Industry Meet- 
ings; Wrote Voluminously on 
Subject of Life Insurance 


Dr. David McCahan, 56, president of 
the American College of Life Under- 
writers, Philadelphia, executive director 
of the S. S. Huebner Foundation, and 
one of the world’s outstanding insur- 
ance educators, died suddenly on Mon- 
day of this week. Sometime ago he had 
a heart attack. Recently there was a 
recurrence and he went to the Presby- 
terian Hospital for treatment. It was in 
this hospital where he died 

Dr. McCahan, who taught hundreds 
of men and women in the principles of 
life insurance, was in constant demand 
as a speaker before insurance gather 
ings and, furthermore, wrote volumi 
nously on the subject of life insurance, 
in publications. 

His Own Academic Education 

Born in Huntington, Pa., and attend 
ing high school there, he was graduated 
from Wharton School of Finance, Uni 
versity of Pennsylvania, in 1920, two 
years later getting his M.A. degree from 
the Graduate School. He also studied at 
George Washington University. One of 
the early holders of the CLU designa 


tion he was scheduled to be one of the 
CLU men who will be honored at the 
National Association of Life Underwrit 
ers convention in Boston in September 

The American College of Life Unde: 
writers, which has charge of the ex 
amination of applicants for the CLI 
designation and which has been grow 
ing in importance with each succeeding 
year, was founded in 1927. In 19290 Dr 
McCahan became its assistant dean. He 
was made secretary of the college in 
1930; and dean in 1934, also becoming 
a member of the board of trustees. In 
1951 he became executive vice president 
of the college and was elected its presi 
dent in 1952, being the fourth president 
in the history of American College of 
Life Underwriters. He was also instru 
mental in formation of the. American 
Society of CLU consisting of a group of 
men and women who have received CLI 
designations and which started in 1930 
He was secretary of the American So 
ciety from 1930 to 1945. 

Another of Dr. McCahan’s affiliations 
was the recently organized Pension Re 
search Foundation formed at Wharton 
School for the purpose of research in 
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WHO’S DOING WHAT ABOUT— 


Group Medical Cate Coverage ? 


What is New York Life doing about it? Our principal 
aim in designing Medical Care Insurance Plans is to establish 
amounts of insurance which are adequate, but not excessive, 
and to provide good insurance service within an area which 


an insurance company is designed to serve. 


What has caused the demand for this coverage ? 
While medical science has made tremendous gains, the cost 
of health care has also increased. That’s why employers have 
found it is good business to provide Hospital-Surgical-Medi- 


cal Expense Insurance for employees and their families. 


Why should you be interested? Because the agent or 
broker who is informed on the subject of Medical Care In- 
surance can render an additional valuable service to his 
clientele. At the same time, you can earn substantial com- 


missions from the group sale. 


FILL OUT AND RETURN THIS REQUEST 








To: Group Department, Room 2100 
New York Life Insurance Company 
51 Madison Ave., New York 10, N. Y. 


If you have an idea that will help me to earn 
more money, I’m interested. Please send me your 
folder about Group Health Care Coverages. 


NAME 





ADDRESS 





CITY. ZONE STATE 








IM-2 











The nation’s health is a subject of 





interest to all — to doctors — patients 
— hospitals — and businessmen too. 





A FULL LINE OF COVERAGES 


New York Life writes a full line of group coverages including 
Hospital-Surgical-Medical and Major Medical Expense Insurance. 
The Company maintains a staff of group men who are experts 
in their field. They work on salary and do not share in any 
group commissions paid. Their job is to help you sell Group 
Insurance. On your next group case, ask for a proposal from 
New York Life. You'll get sound underwriting — a competitive 
bid — and fast service. 


NEW YORK LIFE 


INSURANCE COMPANY 
51 MADISON AVENUE 
NEW YORK 10, N. Y. 
A MUTUAL COMPANY FOUNDED IN 1845 
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Broadening Market Answer to Government 


The way to meet the threat of gov- 
ernment encroachment into the insurance 
business is to achieve the widest pos- 
sible distribution of insurance protec- 
tion, William P. Worthington, president 
of Home Life of New York, told the 
New York State Association of Real 
Estate Boards, meeting at Lake George 
last week. He applied the same reason- 


ing to government housing projects. 
“TIsn’t it a matter of reaching broader 


markets, expanding our coverages, sell- 


ing more creatively, more aggressively, 
finding ways to price lower for wider 
distribution—until government action 
becomes a second best choice?” said 
Mr. Worthington. “Social legislation, 
government encroachment into insur- 
ance, into housing, into markets of pri- 
vately owned business doesn’t just hap- 
pen. There are storm signals in public 
needs and attitudes to warn us. 

“When in the insurance business we 
don’t do a job of providing (selling) 
economic protection to the widest pos- 
sible group we invite government to do 
something. When, from the public view- 
point, government encroachment be- 
comes the best solution, isn’t automatic 
opposition to resulting legislation. ‘Too 
Little and Too Late?’ Shouldn’t our 
answer have been positive action long 
before the government intervention pre- 
sented itself? Instead of waiting to 
oppose, shouldn’t we have been up- 
ping our marketing plans—upping ex- 
tension of coverages—upping our en- 
thusiasm for privately owned business 
as the best solution to meeting public 
needs. That’s why it seems to me that 
more emphasis on ‘up’ position rather 
than opposition is the best long term 
answer to the encroachment into our 
business. 

“It seems clear to all of us that there 
must be regulation of business—either 
self regulation or government regula- 
tion. I think most of us prefer doing a 
good job of self regulation. But self 
regulation should be more than not do- 
ing something. It should be doing some- 
thing to meet the challenges of public 
interest. So when the threat of govern- 
ment encroachment presents itself 
shouldn’t we ask ourselves, ‘What is the 
public need here which this encroach- 
ment seeks to meet?’ ‘What positive 
action can we take as a privately regu- 
lated business to meet it successfully ?’ 

“In the area of life insurance (income 
assurance) government has tended to 
move into the vacuums of inadequate 
social security to provide the public with 
protections not yet being provided suffi- 
ciently by privately owned business. 


See Buyers’ Market Ahead 


“You and I represent businesses vi- 
tally important to the economy of this 


country,” continued Mr. Worthington. 
“Soundly operated, the life insurance 
business and the real estate business 


have a great influence on the good 
health of our economy. Conversely, the 
unsound conduct of our respective busi- 
nesses could produce a virus in our 
economy which would require an as- 
yet-undiscovered financial miracle drug 
to affect a cure. 

“Mortgage loans at present represent 
about 30% of the asset dollar of all 
legal reserve life insurance companies. 
This is more than double the compar- 
able ratio at the end of World War II. 

“In the period from the end of World 
War II to the present we witnessed the 
greatest building activity the United 
States has ever had, which reflected not 
only the accumulated shortages of the 


In Business Says W. P. 


war-time period but also the rapid 
growth of the population and the expan- 
sion of the economy as a whole. 

“More homes were built between 1946 
and 1953 than in any comparable period 
in our history. Commercial and indus- 


trial construction established new rec- 
ords, ‘and farmers spent more money 
than .ever before in improving their 


houses and farms. All of this produced 
a record demand for lendable funds, and 
the life insurance companies played a 
big part in meeting this need. 

“The total mortgage holdings of life 
insurance companies which stood at 
just over $7 billion at the end of 1946 
reached more than $23 billion at the 
end of 1953, an increase of 225%. During 
this same period, total real estate mort- 
gages in the United States rose from 
about 42 billion dollars to $100 billion— 
an increase of about 140%. So we see 
that the mortgage holdings of life in- 
surance companies since World War II 
show a rate of growth 60% greater than 
that of real estate mortgages as a whole. 

“T think it is evident to all of us 
that mortgages represent an important 
investment outlet for people’s funds ac- 
cumulated behind their life insurance 
policies. The life insurance business is, 
therefore, keenly interested in a sound 
national policy with respect to housing 
and mortgage lending. 

“The companies realize that a thriving 
residential construction industry with its 
impacts in so many areas of the econ- 
omy is a factor in high national em- 
p:oyment and economic growth. At the 
same time, however, they have an equal 
interest in seeing that the production 
of housing is related to demand since 


the effects of over production to the 
people and the nation at large are all 
too clear in the record. 

“Now that shortages and urgent needs 
have been met in housing as in other 
areas of the economy, the law of supply 
and demand and the principle of a free 
market are likely to be restored in the 
workings of our economy. This means 
that the number of starts each year 
should bear a relationship to the basic 
forces of the rate of family formation, 
the need of replacement for substandard 
housing and the willingness to buy. 


What Is Ahead? 


“With that as a bit of background, 
what is ahead of us in the next 10 to 
20 years when supply and demand will 
be closer together than they have been 
in two decades? As someone put it, ‘It 
is the future we are concerned with 
because we are going to spend the rest 
of our lives there.’ 

“The life insurance companies are 
deeply conscious of the position of 
trusteeship they hold when they invest 
the pooled funds of 90 million policy- 
owners who by their systematic savings 
have helped build life insurance to the 
position it occupies today. 

“The foremost objective of these com- 
panies is to invest these policyowners’ 
funds without incurring undue risk. I 
suggest that your business and mine 
have a joint sense of trusteeship to our 


clients and our communities. It seems 
to me we have a joint responsibility 
which we cannot avoid. 


“We take the mortgages on homes 
you sell. The real estate business to the 
great majority of the 90 million policy- 


Erskine Took Post Graduate 
Courses at Heidelberg University 


John A. Erskine, CLU, has been general 
agent of Mutual Benefit, Pittsburgh, 
since 1948, before that being 
agent in Rochester, N. Y., for two years. 
He is a graduate of Alma College, and took 
post graduate studies at University of 
Heidelberg. It was at the German uni- 
versity where he first met the future 
Mrs. Erskine. She had but recently en- 
tered the law school of that university. 
They have six children, the oldest, Erika, 


general 


being a freshman at University of 
Michigan. 
Mr. Erskine’s entire business career 


has been with Mutual Benefit Life. Al- 
ways a large personal producer he 
turned his attention to management and 
supervision in 1941 in the eastern Michi- 
gan field at Flint, Mich. He was a mem- 
ber of the Mutual Benefit Life’s Gen- 
eral Agents Association for four years. 
In 1952 he had the distinction of being 
the company’s general agent with great- 
est number of qualifiers in the Squab 
Club (the 30 leaders in new commis- 
sions received during the first year in 
the life insurance business). In 1950 he 
was an instructor at the home office 
supervisors’ conference, part of its man- 
agement training program. 

Mr. Erskine was active in Rochester 


A. ERSKINE 


JOHN 


Life Underwriters Training Council and 
Rochester Life Underwriters Associa- 
tion and the Red Cross there. He is a 
director of Pittsburgh Life Underwriters 
Association. 





Worthington 





Pach Bros. 
WILLIAM P. WORTHINGTON 


owners means the purchase of a home. 
The home owner is looked on as one 
of the solid citizens of the community. 
The community of home owners has 
come to be recognized as a symbol of 
stability and soundness, lending its in- 
fluence to better local and state govern- 
ment, sounder taxation, better schools 
and other influences for improved prop- 
erty values. 

“Most families buy 
vestment—you sell them as an invest- 
ment, not speculation. For the past 15 
years you have had no trouble in mak- 
ing that idea stick. Almost everyone 
to whom you sold a house in the last 
15 years has or could realize a profit 
if sold—so everybody is happy. 

“Because of this, real estate 
owning of a home) is in high public 
esteem as an investment. Most young 
men have an ambition to own their own 
home. It is a recognized mark of suc- 
cess and they all expect to sell it for 
more than they paid for it. 

“But what of the next 15 years? Is 
a ‘jerry-built,’ over-priced house today 
going to help or hurt the real estate 
firm that sells it and the life insurance 
company which takes the mortgage? 
Don’t we both have a stake in sound 
building—in sound financing? Don’t we 
both have a stake in being certain that 
the purchaser is buying within his 
means to carry the transaction to com- 
pletion ? 

“The real estate business is operating 
in the most favorable climate it has had 
in the lives of most of the people pres- 


homes as an in- 


(or the 


ent. I wonder if we realize how impor- 
tant that is both to your business and 
mine? Most sales organizations since 
World War II have been operating in 


demand for 
supply. In 


a seller’s market where the 
their product exceeded the 
such circumstances it does not require 
too much sales ability to produce re- 
sults. In most fields we are emerging 
into more normal selling where the sup- 
ply more nearly balances demand and 
salesmanship as we all used to know it 
comes into its own. Certainly this is 
likely to be true of real estate in the 
next 10 years. As we change from a 
seller’s market to a buyer’s market, we 
come into a period where we separate 
the men from the boys. The buyer and 
the lender in the next 10 years are 
likely to be far more discriminating than 
in the past 10 years,” 
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Travelers 80 John Street Branch 


Outgrowth of Offices Established 53 Years Ago; George F. 
Stevens Manager; 1953 Gains in Life, Accident and Group 


Life, Acci- 
George F. 


Travelers branch for 
which 


The 
dent and 
Stevens is manager, and which is located 
Building at 80 John 
at 35 


Group, of 


in the Travelers 

Street, New York, 
John Street, and prior to that in Wil- 
liam Street. Thus, those dec- 
ades it has been operating in locations 
blcoks from each 
section of the 


was formerly 


in all of 


within a couple of 
other in the downtown 
During this over-all period 
have 


metropolis. 


thousands of agents and brokers 


had business relations with the branch. 


Some 1953 Results 


The year 1953 was one of the best in 
the history of the branch. It showed, 
for instance, an increase in new life 
production of 14.9% over the preceding 
year. This approximated $15,000,000 in 
new life insurance excluding Group. In 
new premiums it was an increase of 
34%. In new A. & H. premiums for 
1953 there was an increase of 37.1% over 
1952. The 1953 premium volume for A. 
and H. was in the 
$92,000, the total new 


neighborhood of 


and renewal A. 


and H. premiums in 1953 being around 
$750,000. 
New Group life volume in 1953 showed 


an increase over the preceding year of 
40.7%. Total of the new life volume was 
considerably more than $90,000,000. New 
and H. premiums had an in- 
crease in 1953 over 1952 of That 
represented a premium income for 1953 
in the neighborhood of $2,225,000. 

After its establishment in 1901 the 
branch got off to start because 
Earles F. Holmes, 
was one of the most popular personali- 
ties in the Greater New York insurance 
arena. “Pop jolly 
“loves-his-fellowman” 


Group A 
7.0%. 


a fine 
its pioneer manager, 


” 


was a 
agency 


Holmes 
type of 
executive who was regarded by a count- 
less number of producers as a warm, 


intimate friend. His successors were 
likewise managers of ability. In rota- 
tion these men were Arthur Frith, Ray 
Haines, Franklyn Toops and Clyde 
Whiteley. A year ago Mr. Stevens, who 
had made an unusually fine record as 
St. Louis manager, was transferred to 
head the 80 John Street Life, Accident 
and Group operations, and succeeded 


Mr. Whiteley. 
Career of George F. Stevens 


heard 
insur- 


As a boy George F. Stevens 
plenty gf conversation about life 
ance at the family dinner table as his 
father was a district manager in St. 
Louis of the Metropolitan Life. Early 


education of George was at St. Louis 





GEORGE F. STEVENS 


Country Day School. Later at high 
school there he managed to win a 
scholarship for Princeton University and 
was active in athletics, playing football, 
baseball, basketball and tennis. 

Instead of a Princeton education, 
however, he began to look forward to a 
a doctor, became a student of 


career as 
W ashington University where he was 
graudated with an A.B. degree and 


played left field on the varsity baseball 
team. But he finally gave up the idea 
of practicing medicine. Among the rea- 
sons was that he got married and was 
somewhat overwhelmed by the prospect 
of a couple of years of internship and 
the thought of a long wait in reaching 
the success goal after he finally would 
hang out his shingle as an M.D. He 
knew before that ambition could be 
realized a considerable amount of sus- 
tenance income would be _ necessary 
which was not in sight at the time. 

Casting around for an opportunity to 
carve another career where a steady 
income, and an immediate one, would be 
forthcoming, he finally decided on life 
insurance and became a rate book car- 
rier for the Travelers in St. Louis. Right 
from the start he took a shine to life 
insurance, especially when he discovered 
that he could sell considerable of it. 
Within a short time after being in the 
field he joined the St. Louis young men‘s 
life insurance division of the local life 
underwriters association and was elected 
its president. He has maintained his in- 
terest in life underwriters association 
membership. In 1937 he was appointed a 
Travelers field supervisor in which post 
he made a splendid recruiting record. 
Then in 1940 he was advanced to as- 
sistant manager, later meer mana- 
ger. In his last year in S - _Louis—his 
fourth as a manz Papa 75% of the 
branch’s volume came from men who 
had been with the company less than 
five years. 
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While in St. Louis Mr. Stevens joined 
the Navy in World War II, spending 
two years in the service starting as a 
lieutenant, junior grade, and being a full 
lieutenant when he left the service. He 
was on the staff of Admiral Ralph O, 
Davis, commander of Amphibious Group 
13, and served on the Communications 
ship Estes. He spent some time in the 
South Pacific. 


Careers of Staff at 80 John Street 


Assisting Mr. Stevens are Robert A. 
Cunningham, William F. Dilks and John 
H. Whitehouse, assistant managers; J. 
Harold Medlock, brokerage manager, 
and John J. Madden, assistant brokerage 
manager; Jack S. Herlich, Martin F. 
McHugh and John R. Van Wagoner, 
field supervisors; Burton I. Carlson, 
agency service representative, and 
Thomas J. Cronin, statistician. 

A summary of their careers follow: 

Mr. Cunningham joined the 55 John 
Street office of Travelers in April, 1925, 
after a general sales experience in the 
automotive industry. From 1925 to 1937 
he worked as a brokerage man out of 55 
Tohn Street except for a brief neriod 
in the 100 East Forty-second Street 
office. In 1937 he was transferred to be 
assistant manager in charge of agency 
matters under Manager Franklyn Toons, 


continuing in the same duties under 
managers Clyde Whiteley and now 
George F. Stevens. 

Tohn H. Whitehouse was a U. S. 


Navy pilot for eight vears with rank of 
lieutenant. In April, 1950, he came with 
the Travelers as a field supervisor, his 
appointment as an assistant manager be- 
ing in December, 1953. Mr. Dilks, who 
attended Hiram College, Hiram, Ohio, 
was formerly an automobile insurance 
underwriter at the head office of Pacific 
Fire Insurance Co. He then entered 
life insurance field and joined Travelers 
in March, 1951. 

Mr. Cronin entered the cashier’s de- 
partment in April, 1927, and was made 
assistant statistician of the life depart- 
ment in 1932 and in 1949 became agency 
Statistician of the agency department. 

Mr. Herlich has been with Travelers 
since April, 1951, and before that was 
an agent of another company. He has 
also had experience as an instructor in 
College of the College of City of New 
York business training school and as 
business assistant professor in principles 
of leadership and personnel at Kings 
Point. 

Martin F. McHugh was educated at 
Queens College and did post graduate 
work at Ohio State Universitv: was a 
lieutenant in the Navy in 1942-1946, see- 
ing service in South Pacific, and after 
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Combined Insurance Co. of America 
5316 Sheridan Rd. — Chicago 40, ill. 









Hearthstone Insurance Co. of Mass. 
395 Commonwealth Ave. — Boston, Mass. 


Comined American Insurance Co. 
2817 Maple Ave. — Dallas, Texas 


First National Casualty Co. 


Fond du Lac, Wisconsin 


COMBINED GROUP 


W. CLEMENT STONE 






President 





the war had experience as a salesman 
for Bloomingdale and Textron, Inc., 
and as an assistant buyer for Sag 8 Pen- 
ney Co. He joined Travelers in March, 
1953, as a field supervisor. 

Mr. Carlson went with Travelers in 
September, 1953, upon graduation from 
Upsala College, East Orange, N.S. 74 
was with U. S. Marines in 1946-1948 and 
upon discharge was matriculated at Up- 
sala. In 1950 he was recalled to active 
duty during Korean War serving until 
1952. He then resumed his studies, ma- 
joring in insurance, and was graduated 
from college in August, 1953. 

The career of Harold Medlock was 
printed last week in The Eastern Un- 
derwriter’s announcement that he had 
been appointed brokerage manager of 
the 80 Tohn Street agency’s Life, Acci- 
dent and Group department. He has 
been with the Travelers about 38 years. 

John J. Madden, who was appointed 
assistant brokerage manager, is a mem- 
ber of the New York State bar. In 
World War II he saw service in the 
South Pacific with the U. S. Marine 
Corps, as a member of the 22nd Marine 
Regiment. He joined Travelers as a 
field supervisor in February, 1951, com- 
pleted his home office training in Octo- 
ber that year. His experience was train- 
ing and supervising new agents until 
May, 1953, when he was assigned to as- 
sume duties in the brokers’ section. In 
December, 1953, he became an assistant 

manager at 80 John Street and his ap- 
pointment to assistant brokerage mana- 
ger followed. 

Mr. Van Wagoner, a graduate of Uni- 
versity of North Carolina in 1943, en- 


tered the Navy in World War II and 
served as a junior lieutenant in the 
Pacific. After leaving the service he 


had experience in sale of roofing build- 
ing materials, in claim work for Aetna 
Casualty and Surety and Yorkshire In- 
demnity, and as a life insurance agent. 
He joined Travelers in April, 1953, as a 
field supervisor. 
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Company Officers 
Hear Review of LUTC 


HEADQUARTERS STAFF TALKS 





New Movie Short to Interest Agents in 
Improving Techniques; Zalinski 
Luncheon Toastmaster 





At the invitation of Edmund L. G. 
Zalinski, president of Life Underwriter 
Training Council and vice president of 
New York Life, agency officers of New 
York State and New Jersey companies 
attended a luncheon held in dining room 
of New York Life on Friday of last 
week. Objective of the luncheon was to 
review latest development of the LUTC 
program; to meet the headquarters ex- 
ecutives of LUTC; and to see the new 
movie of the council which is called 
“One for the Money.” This movie, 
which runs for 14 minutes, tells the 
story of the objective and operation of 
LUTC in a spirited film, most of the 
action being in cartoons and other art 
work. Principal theme is that an agent 
can make more progress if he constantly 
improves his sales methods and en- 
hances his knowledge of the business. 
Emphasis is placed on the fact that 
LUTC is an approved method of de- 
veloping his talents. 


Courses Started in 1947 


These courses had their origin in 1947. 
The LUTC is a self supporting move- 
ment sponsored by the National Asso- 
ciation of Life Underwriters and the 
Life Insurance Agency Management As- 
sociation. It has the endorsement of 
Life Insurance Association of America 
and American Life Convention. In addi- 
tion to President Zalinski the officers 
are Richard Lewis, Great National Life 
of Texas, vice president; Charles J. Zim- 
merman, managing director, LIAMA, 
secretary, and Maxwell Hoffman, NALU, 
treasurer. 

During the year 1953-54 insurance men 
and women numbering 10,000 took the 
courses. There were 512 classes in 47 
states, District of Columbia and Hawaii. 

The companies represented at the 
luncheon last Friday were Bankers Na- 
tional, Colonial Life, Companion Life, 
Equitable Society, Guardian Life, Home 
Life, Manhattan Life, Mutual Benefit 
Life, Mutual of New York, New York 
Life, Metropolitan Life, Security Mu- 
tual and Union Casualty & Life. 

At head table were Roger Hull, ex- 
ecutive vice president, Mutual Life, who 
was on first board of LUTC; Raymond 
C. Johnson and Paul A. Norton, New 
York Life vice presidents; Loran E. 
Powell, managing director of LUTC, 
and Toastmaster Zalinski 


Careers of LUTC Staff Executives 


After the movie short there were 
brief talks by the LUTC headquarters 
executives. Those headquarters are on 
the same floor as headquarters of NALU 
at 11 East Forty-second Street. These 
staff executives are young men full of 
pep who regard the LUTC movement 
with the zeal of missionaries. In addi- 
tion to Mr. Powell the talks were made 
by Levi E. Bottens, director of admin- 
istration; Pasquale A. Quarto, director 
of training; and Paul M. Smith, Jr., ad- 
ministrative assistant. 

A summary of the careers of these 
staff executives follows: 

Managing Director Powell, a graduate 
of the University of Georgia, who be- 
came principal of an elementary school 
and who, in World War II, was in the 
Signal Corps, entered insurance in 
Augusta, Ga., as an agent of Gulf Life 
and then became an assistant manager. 
In Georgia he taught a LUTC class and 
joined the staff in New York on Janu- 
ary 1, 1950, as an administrative as- 
sistant. Next, he was made director of 


promotion and in August, 1953, was ap- 





EDMUND L. G. ZALINSKI 


pointed managing director succeeding 

N. Woodson. 

Levi E. Bottens, director of administra- 
tion, was educated in Arkansas, became 
a lawyer and for a time was secretary to 
the late Thaddeus H. Carraway, United 
States Senator. He joined the home 
office of the Teachers Insurance and 
Annuity and in 1947 came to LUTC. His 
principal function is organization of the 
classes throughout the country. 

Pasquale A. Quarto, director of train- 
ing, was educated at the College of the 
City of New York, after which he joined 
the Harry Gardiner Agency, John Han- 
cock, New York City, which later be- 
came the Allen-Pratt agency. He joined 
LUTC as an administrative assistant. His 
principal function is to keep the text 
books up to date. 

Paul M. Smith, Jr., administrative as- 
sistant, whose early academic education 
was at Ohio State University and Whar- 
ton School, University of Pennsylvania, 
began his insurance career with Com- 
monwealth Life in Louisville as an agent 
after which he went with State Life of 
Indianapolis as agency secretary. He 
joined the staff of National Association 
of Life U nderwriters and was later 
transferred to LUTC 


U. S. Chamber’s Book On 
Modern Health Cover 


The insurance department of Chamber 


of Commerce of the United States 
Washington, D. C., has announced the 
publication of “A Look at Modern 


Health Insurance.” The book, covering 
15 chapters, contains a preface by A. D. 
Marshall, manager, employe benefits, 
General Electric Co. Subjects discussed 
and names of authors follow: 

Development of Voluntary Health Insurance— 

J. Faulkner, president, Woodmen Accident. 

Let’s Look at the Health Record—Mortimer 
Spiegelman, associate statistician, Metropolitan. 

Modern Hospital Care—Albert V. Whitehall, 
Washington Hospital Service. 

Basic Principles of Health Insurance—John 
H. Miller, vice president, Monarch Life. 

Capacity to Meet Existing Unmet Needs— 
Emerson P. Schmidt, economic research de- 
partment director, U. S. Chamber. 

Who Has Voluntary Health Protection?—A. 
L. Kirkpatrick, insurance manager, EE. Be 
Chamber. 

Individual and Family Policies—Benjamin B. 
Kendrick, Life Insurance Association of Amer- 
ica. 

Group Health Insurance—J. 
vice president, Equitable Society. 

The Blue Cross Movement—Richard M. 
Jones, director, Blue Cross Commission. 

Blue Shield Develops—Frank E. Smith, di- 
rector, Blue Shield Commission, Medical Care 
Plans. 

Cooperative Health Federation of America— 
Jerry Voorhis, Cooperative Health Federation 
of America. 

Employe Plans—Herbert Liebenson, 
alyst, U. S. Chamber. 

What Employers Do for Health—C. Richard 
Walmer, Industrial Hygiene Foundation. 

Scope of Government Health Services— 
Charles T. Houston, assistant manager, insur- 
ance department, U. S. Chamber. 


Henry Smith, 
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M. Roos Wallis Heads 
CLU of Philadelphia 


WITH EQUITABLE OF IOWA 
Leonard E. Liss Vice President of 
Chapter; A. R. Schnitzer Talks on 
Business Insurance Plans 
M. Roos Wallis, general agent, Equi- 
table of Iowa, has been elected presi- 
dent of the Philadelphia CLU Chapter. 
A graduate of Wharton School, Class of 
32, he has been with the Equitable of 
Iowa since his graduation. In 1936 he 
was made general agent of Wallis and 
Son. Other officers elected by the 
Chapter are Leonard E. Liss, S. George 
Levi and Son, vice president; Frederick 
J. Kiefner, Provident Mutual, secretary; 
and A. D. Seitz, Equitable Society, 
treasurer. New directors elected for a 
three year term are A. C. F. Finkbiner, 
Jr., Northwestern Mutual, and L. Kent 

Babcock, Jr., Aetna Life. 


Talk by Albert R. Schnitzer 


Featured speaker at the last meeting 
was Albert R. Schnitzer, whose topic was 
selling business insurance plans. He 
broke down the approach to close cor- 
porations into these three parts: man- 
agement, income and market. In his com- 
ment on income he observed that close 
corporations seldom pay dividends be- 
cause of double taxation with the result 
that it is usually impossible for the 
widow of a stockholder to get income 
from her stock interest. In addition, she 
can only be paid a salary by working for 
the corporation. Life insurance proceeds 
in exchange for her interest he called an 
ideal solution. 

Mr. Schnitzer said many agents lose 
the sale by trying to arrange for 100% 
coverage. “It is better to sell for a frac- 
tional amount,” he said. “Thus, the re- 
maining balance can be paid by the 
survivors in more convenient instal- 
ments.” 





Coffin V.P. of Wesleyan 


Trustees; Wenner a Trustee 

Vincent B. Coffin, senior vice presi- 
dent, Connecticut Mutual, has been 
elected vice president of Wesleyan Uni- 
versity’s board of trustees. A 1919 
graduate of Wesleyan, he served as 
chairman of the Wesleyan Alumni As- 
sociation in 1943 and was an alumni 
representative on the board of trustees 
from 1944 to 1949. For the past year he 
has been a member of the faculty and 
curriculum committee of the board and 
is on the executive committee of the 
Wesleyan Development Fund. 

Frank H. Wenner, Connecticut Mu- 
tual general agent, Utica, N. Y., was 
elected by the alumni association (of 
which he is also a past chairman) to be 
a member of Wesleyan’s board of trus- 
tees. 


May Ordinary Life Sales 


North Dakota showed the greatest 
rate of increase in Ordinary life insur- 
ance sales in May with the District of 
Columbia second and California third, 
it is reported by the Life Insurance 
Agency Management Association, which 
has analyzed May sales by states and 
leading cities. Countrywide, Ordinary 
business increased 3% in May, compared 
with May, 1953, while North Dakota 
sales gained 21%, District of Columbia 
19% and California 15%. 

For the first five mnoths, with na- 
tional Ordinary sales up 5% from the 
year before, Arizona led with an in- 
crease of 19%, with Iowa in second 
place, up 14% from the corresponding 
period of last year. 

Among the large cities, St. Louis 
showed the greatest rate of increase for 
May, with a gain of 12%. Boston was 
next, with purchases up 5%. Boston and 
St. Louis tied for the five months, each 
with a gain of 12%. 





John Hancock Appoints 
Feltus Supt. of Agencies 





AUSTIN H. FELTUS 

Austin H. 
eral agent, 
Buffalo, has 
tendent of 
He assumed his new duties at the home 


Feltus, CLU, associate gen- 
John Hancock Mutual in 
been appointed superin- 
agencies for the company. 
office in Boston on July 1. 

Working in 
Agent Edwin R. 
Feltus has 
career of John Han- 
cock. He joined the company in Janu- 
ary, 1929, under Mr. Erickson, then gen- 
eral agent in St. Paul. In May, 1930, he 
transferred to the Buffalo 


association with 
Erickson, M r. 
entire 


close 
General 
spent his business 


25 years with the 


general 
agency. 

Mr. Feltus brings to his new position 
an exceptionally broad background in 
agency management functions. His ex- 


perience has covered every phase of 
agency work, from clerk to cashier, 
agent and supervisor. Outs isindian work 
in these fields led to his appointment 


as associate general agent in 1947, 


3 JOIN INSURERS CONFERENCE 





Atlantic Southern, San Juan, One of 
New Members, Others, Magnolia 
and Mothe 

Three more companies have joined the 
Life Insurers Conference, president of 
which is Eldon Stevenson, Jr. They are 
the Magnolia Life, Lake Charles, La.; 
Mothe Life of New Orleans; and At- 
lantic Southern of Puerto Rico. The 
last named company, organized in 1945, 
is the only domestic Puerto Rican Life 
company. Magnolia Life, incorporated 
in 1944, has $22,190,000 insurance in 
force. Mothe Life, established in 1932, 
has $10,000,000 in force. 

Membership of Life Insurers Con- 
ference is now 90 companies with home 
offices in 24 states, District of Columbia 
and Puerto Rico. The organization is 
45 years old. Executive manager is Mar- 
tin B. Williams of Richmond, Va. 


Manhattan Life Reductions 
In Occupational Ratings 


Manhattan Life has announced reduc- 
tions in 110 occupational classifications. 
A substantial number of occupations 
which formerly carried a rating are now 
considered at standard rates. Included 
are: policemen, prison guards, firemen, 
state troopers, welders and embalmers. 

A wide variety of industries is repre- 
sented in the reductions, and all agency 
offices of the company have been fur- 
nished with a complete listing of the 
new occupational ratings. 
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Henry Levine’s Agency 
In Newark Is 12% Ahead 





HENRY LEVINE 


The expansion program started a year 
ago by Henry Levine, general agent in 
Newark, N. J., of Washington National, 
when he moved into a street floor office 
Build- 
ing, has produced sizable results. Wit- 
ness that his agency’s paid-for life pro- 
duction up to June 1 is 50% ahead of 
the same period of 1953; A. & H. 
writings are 20% off but the combined 
life and A. & H. gain is 12% for the 
year to date. 

Leading producer in the Levine office 
is Sam F. Minkowitz, who also ranks 
as No. 1 agent for Washington National 
in both life and A. & H. production. 

On the company’s honor roll for its 
general agency department Henry 
Levine now stands in second place for 
paid-for life and in fourth place nation- 
wide on a combined basis. For the com- 
pany’s northeastern division I he ranks 
first for the year in both life and 
A. & H. 


of the.new 45 Commerce Street 


At Kansas City Life H. O. 


A six-weeks’ fellowship at the Kansas 
City Life began June 21 for Anthony 
S. Lis, assistant professor in the School 
of Commerce, Oklahoma A. and M. Col- 
lege. Professor Lis was awarded the 
fellowship through the Foundation for 
Economic Education, Inc., New York, 
which each summer directs a college- 
business exchange program with many 
business firms throughout the United 
States. The program affords college 
professors opportunity for personal 
studies of business methods and func- 
tions in fields of particular interest to 
them. Professor Lis will participate in 
various company meetings and business 
conferences and will be free to visit all 
departments and obtain’ information 
concerning company operations, policy, 
etc. 


Chicago Trust Council 

At the annual meeting of the Chicago 
Life Insurance and Trust Council, held 
recently, the following were elected to 
office and to the executive committee: 
Rollin B. Mansfield, First National Bank 
of Chicago, president; Raymond B. An- 
thony, Equitable Life Assurance Society, 
vice president; John W. Heddens, Con- 
tinental Illinois National Bank and 
Trust Co., treasurer; Harry R. Schultz, 
Mutual Life of New York, secretary; 
Layman L. Hay, City National Bank & 
Trust Co.; Charles B. Tuttle, Mutual 
3enefit Life; Robert K. Schott, Phoenix 
Mutual. 


C. P. Harris Appointed 
By National of Vermont 


C. P. Harris of Cape Girardeau, Mo.,~ 


has been appointed general agent of the 
Memphis agency of National Life of 
Vermont. Mr. Harris, whose appoint- 
ment is effective immediately, will suc- 
ceed Clyde R. Welman, CLU, who has 
been elected vice president in charge of 
agencies of the 104-year-old Vermont 
company. He has headed the tri-state 
agency since 1940. 

One of the company’s top agents, Mr. 
Harris belongs to the 1954 Million Dol- 
lar Round Table. A specialist in estate 
planning, business insurance and _ per- 
sonal family protection, he has quali- 
fied consistently for the Leaders Club 
which is made up of the company’s lead- 
ing agents. Last year he was top agent 
in his agency. 

Mr. Harris has been associated with 
the Memphis agency since its inception 
14 years ago. Prior to 1940 he divided 
his time between coaching basketball for 
the Southeast Missouri State College 
and part-time selling for National Life. 

Mr. Harris is president of the Cape 
State Boosters’ Club, and a member of 
the board of directors of Cape County 
Conservation Chapter and of the di- 
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rectorate of his local Chamber of Com- 
merce. He belongs to the Southeast 
Missouri Life Underwriters Association. 
In addition, he is, in his community, 
publicity chairman of the American Red 
Cross, finance chairman of the Boy 
Scouts, and a member of the Lions 
Club, Methodist Church and V-5 Asso- 
ciation of the Navy. 


Mr. Harris received his Bachelor of 
Science degree from Southeast Mis- 


souri State College in 1929, During 
World War II he served 32 months in 
the Navy and was a lieutenant at the 
time of his separation from the service. 

The Memphis agency is one of 60 
general agencies of National Life which 
has assets in excess of one-half billion 
dollars and insurance in force of nearly 
a billion and a half dollars. 
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Dr. David MeCahan Dies 


(Continued from Page 1) 


economics and social aspects of private 
pensions. 


Had Been on Boards of Two Life 


Companies 


was a member of the 


Dr. McCahan 
board of trustees of Presbyterian Min- 
isters Fund from 1930 to 1945, the oldest 
life insurance association in the United 





a 


DR. DAVID McCAHAN 


States. He was also for four years a 
trustee of Teachers’ Insurance and An- 
He was 
a past president of American Associa- 
tion of University Teachers of Insur- 


ance. 

At Swarthmore, Pa., his home, Dr. 
McCahan was an active church worker 
including being chairman of the building 
committee of his church. 

Dr. McCahan leaves a widow and four 
children. A few days ago, David, Jr., 
his son, married Nancy Finkbiner, a 
daughter of A. C. F. Finkbiner, general 
agent in Philadelphia of Northwestern 
Mutual Life. 

The funeral will be today in Swarth- 
more. Memorial services were held 
there in the Presbyterian Church last 
night. 


Hear Charles H. Schaaff 


Charles H. Schaaff, vice president of 
Massachusetts Mutual Life, was the 
principal speaker at the Spokane Life 
Underwriters Association annual ban- 
quet. Among the past presidents of 
the Association honored at the dinner 
were Richard Berlin, Sam H. Bright, 
Edward L. Curtis, Nyal C. Grady, Carl 
B. Hawort, G. V. Hockaday, Lamont R 
Johnson, Harry C. Montague, Armin C. 
Morgan, A. W. Schalkau, W. H. Fred 
Talley, Edwin M. Wolfe and Lyle Fun- 
nell. 

Members of the organization who 
have been in the life insurance business 
for 25 years or more were also honored 
at the banquet. 
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Eight Steps to the 
NATIONAL CAPITOL 


Changing fortunes of war and political un- 
certainties in the early years of our country 
made it necessary for the seat of government 
to be relocated 12 times, in eight cities. 
Then in 1800, twenty-four years after the 
historic Declaration in Independence Hall, 
Washington became the site of our Nation- 
al Capitol. It symbolizes a form of gov- 
ernment so wisely planned that it has 
met generations of changing needs. 





Bactimore 1776-77 






A Penn Mutual Independence Plan 


Your first step to financial security 


You may be surprised to find how completely sound planning can 
protect your financial security from the chance of changing times. 
A Penn Mutual Independence Plan can be tailored to your par- 
ticular life situation in a way that meets your needs both today and 
in the years to come. 


Your Penn Mutual Underwriter is well qualified both by training 
and experience to help you in your planning. He represents a com- 
pany which, since 1847, has pioneered many notable advances in 
planning financial security through life insurance for American 
families in all walks of life. 








your independence 
stands The 
PENN MUTUAL 


















Call on your Penn Mutual Underwriter today to show you how 
readily an Independence Plan can be established for you and your 
family. You will find the local Penn Mutual office listed in your 
telephone directory. 


Reprints of this advertisement are 
available on request ... to 

anyone interested in the 
historic subject matter. 
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THE PENN MUTUAL LIFE INSURANCE COMPANY - INDEPENDENCE SQUARE, PHILADELPHIA 





THE PENN MUTUAL BELIEVES IN PROMOTING ITS OWN PEOPLE TO POSITIONS OF MANAGERIAL RESPONSIBILITY 
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New York City Ass’n 
Acts on Mutual Funds 


RESOLUTION OF DISAPPROVAL 





Plan Talks With National Association 
of Investment Companies in 
Cooperative Effort 


Harry K. Gutmann, CLU, Mutual Life 
of New York, and president of the Life 
Underwriters Association of the City of 
New York, has announced that the asso- 
ciation will enter into discussion with 
the National Association ot Investment 
Companies’ representatives in a coop- 
erative effort “to explore those areas 
of conflict which exist between us: and 
to lay down a program of mutual edu- 
cation for the salesmen of mutual in- 
vestment plans and life insurance. | 

“We feel,” Mr. Gutmann stated, “that 
the mutual fund salesman should have 
a better understanding of what con- 
stitutes an adequate and basic life in- 
surance program for men on various 
financial levels and in various family 
situations. Conversely, there is a need 
to educate the life insurance salesman 
to the nature and underlying structure 
of the typical mutual fund investment. 
We should like to see the mutual in- 
vestment fund people advertise and 
counsel, as do several of our leading 
local banking institutions, that life in- 
surance should be a man’s first invest- 
ment. ; 

“We know that some mutual fund or- 
ganizations,” Mr. Gutmann said, “are 
inducing full-time life insurance repre- 
sentatives to carry mutual fund port- 
folios on a part-time basis. We hope 
to see an end to this practice which is 
not only in violation of the contract ol 
most full-time agents, but is also inimi- 
cal to the buyer’s welfare and best in- 
terest.” 

Association’s Disapproval 

The board of directors of the Life 
Underwriters Association of the City of 
New York has approved a resolution ex- 
pressing its disapproval on “both moral 
and legal grounds of the insuring of 
mutual investment fund plans by the 
legal reserve life insurance companies.” 
A copy of the resolution will be sent to 
all life insurance companies doing busi- 
ness in New York State, together with 
a request that each company express its 


official attitude toward and its policy 
with respect to the insuring of these 
plans. The board, by its action, sup- 
ported the stand taken by Mr. Gut- 


mann, who, in his address accepting the 
office of president of the association, 
charged the companies with “eating their 
own young” and “with aiding a substan- 
tial competitor by lending the proven 
security and protection of 110 years of 
legal reserve tradition to the relatively 
untested and non-guaranteed values of 
mutual investment fund shares.” 


Full Support to NALU 


Mr. Gutmann also announced that the 
New York City Association will also 
give full support to its parent body, the 
National Association of Life Underwrit- 
ers, in the latter’s efforts, initiated be- 
fore the recent meeting in Detroit of 
the National Association of Insurance 
Commissioners, to secure legislation 
rendering the sale of life insurance ille- 
gal when sold in combination with mu- 
tual fund shares or similar securities on 
the installment plan. “Such a_ tie-in,” 
Mr. Gutmann stated, “presupposes the 
legal obligation of the purchaser’s estate 
to complete payments due under an in- 
stallment investment purchase. Such a 
supposition is tenuous at best,” he said, 
“and those plans that have created the 
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Baseball Comedian Joins 
U. S. Life Agency in Utica 


Billy Mills, a colorful figure in the~ 


sports world, has joined the Jacobson 
Agency in Utica, N. Y., representing 
United States Life. As a baseball come- 
dian he has entertained hundreds of 
thousands of fans from coast to coast. 

Billed as “The Clown Prince of Pan- 
tomime,” Billy Mills has performed in 
major and minor league parks and has 
appeared on television. He began his 
unusual career in 1948 before a home- 
town audience watching the Utica team 
of the Eastern League and since then 
has performed his antics in almost every 
park in the country. 

In 1953, Mr. Mills was presented an 
inscribed plaque for “doing the most to 
increase fan interest in the American 
game of baseball during the year 1952.” 
The presentation was made by the Na- 
tional Baseball Congress. His father, Art 
Mills, was a pitcher for the Boston 
Braves and his grandfather also pitched 
in the National League. 

Mr. Mills is a native of Utica, N. Y., 
where he will represent the Jacobson 
Agency headed by Sol Jacobson, veteran 
life insurance salesman. 





obligation in their contracts of purchase 
have, in our opinion, done so as an after 
thought, in order to secure the group- 
creditor life insurance sold by the legal 
reserve life insurance companies. The 
fact remains that the purchaser is under 
no similar obligation to complete the 
contract if he lives; he can discontinue 
his installment payments and sell his 
shares at any time in the open market. 
That the completion of the purchase 
price should become a binding obliga- 
tion of the buyer’s estate at his death 
would seem legally indefensible and 
against the public interest.” 


CENTRAL NATIONAL CHANGES 


H. H. Erdmann Succeeds Lyman Bald- 
win as President; William F. 
Martin Made Vice President 
The board of directors of Central 
National Life, Omaha, has announced the 
appointment of Harry H. Erdmann as 
president of the company and the resig- 
nation of Lyman Baldwin from the posi- 
tion of president. Mr. Erdmann will also 
continue to serve as president of the 
Central Insurance Co., which offers full 
coverage automobile insurance for 

finance, loan companies, and banks. 

Also announced was the appointment 
of William F. Martin as vice president. 
Mr. Martin, who is 32, will serve as di- 
rector of agencies with particular empha- 
sis on insurance plans for savings and 
loan associations, mortgage redemption 
plans, and Ordinary life. 

Mr. Martin is a graduate of University 
of Notre Dame and Notre Dame Law 
School. His background includes expe- 
rience as a practicing attorney as’ well 
as ten years in the fields of life and 
casualty insurance. He has been a suc- 
cessful individual life insurance sales- 
man, field trainer, agency supervisor, and 
superintendent of agencies of Security 
Life and Accident of Denver before 
joining Central National Life. 

Mr. Martin served four years with the 
Navy in the South Pacific during World 
War II. 





SCRANTON ASS’N OFFICERS 

The Scranton Association of Life Un- 
derwriters installed officers at its an- 
nual inaugural dinner and ladies’ night 
program in Scranton, Pa. Eli H. Albert, 
retiring president, was installing officer. 
New officers are Ramon A. Connor, 
president; Ted E. Penland, vice presi- 
dent; Jeremiah J. Collins, secretary; 
William Preslock, treasurer, and John 
J. Mulholland, Sigmund Prekanski and 
C. Pinkney Jones, directors. 








Over 
$1% Billion 
Insurance in Force 


Says “The fine Visual Sales Aids furnished by my Company 
save time and help me to get my interviews off to a good start. 
Each ‘Merchandiser’ tells a complete story, using pictures and 
charts to add force to the presentation. The individualized 
Proposal Forms can be filled out easily because the figures 
are readily available. These aids make selling a pleasure 
. » - ANOTHER JEFFERSON STANDARD PLUS.” 


JEFFERSON 


STANDARD 


Life Insurance Company 


GREENSBORO, 


NORTH CAROLINA 





Honor Harry A. Erter at 
Jaffe Agency Reception 

Harry A. Erter, district manager in 
the Bronx and upper Manhattan for 
Matt Jaffe Associates, Ltd., general 
agents for Union Casualty and Life of 
Mt. Vernon, N. Y., was the guest of 
honor recently at an agency reception. 
The reception, held in the modern offices 
of the Jaffe Agency at 431 Fifth Ave- 
nue, New York, was attended by a num- 
ber of Mr. Erter’s friends and members 
of his family. It was catered by the 
Brass Rail. 

The Jaffe Agency recently concluded 
a highly successful production drive, to 
which Mr. Erter contributed substan- 
tially. 


D. of C. Assn. Urges NALU 


Washington Headquarters 
The District of Columbia Life Un- 
derwriters Association has sent to all 
local associations a memorandum signed 
by C. Carney Smith, president, stating 
why the National Association headquar- 
ters should be in the national capitol. 
“It is the considered view of this 
Association,” says the memorandum, 
“that the history of recent years, and 
present activity, indicates all too ob- 
viously the tremendous impact upon the 
life insurance industry and its agents of 
actions taken and plans made in Wash- 
ington, D. C. It is not a far-fetched 
concept to say that the most vital ques- 
tions affecting the existence and con- 
tinued development of the life industry 
as we have known it may be decided in 
Washington in the next 20 years. We 
firmly believe that the basic function of 
NALU in the future, if not in the past, 
should consist of intensive efforts, where 
such efforts will count, to maintain and 
safeguard the principles upon which our 
industry was founded and has flour- 
ished, because it served our people well. 
For that reason we recommend, very 
seriously and objectively, the final ap- 
proval by NALU, at Boston in Septem- 
ber, of Washington, D. C., as the future 
home of the Association.” 


1954 Edition of Best’s Life 
Insurance Reports Expanded 


The new 1954 edition of Best’s Life 
Insurance Reports, now ready for dis- 
tribution, is more complete than ever 
before, and now includes data on 654 
companies and associations in its 1,580 
pages, a gain of 82 companies and 140 
pages compared with the 1953 edition. 

Best’s Life Insurance Reports gives 
detailed and comprehensive analyses of 
the financial condition, management and 
operations of these firms, together with 
unbiased summary opinions and recom- 
mendations. 

In this 49th annual edition, the Re- 
ports shows the following information 
for each company: complete assets, lia- 
bilities, summary of operations, and 
surplus change exhibits; distribution 
and character of investments including 
earned income yield ratios; significant 
operating ratios, classes and amount of 
business in force; reserve basis; history 
and growth; territory in which licensed, 
and the officers, directors and trustees. 

Durably bound for heavy use, Best’s 
Life Insurance Reports is priced at $20. 
Copies may be ordered from the New 
York home office of the Alfred M. Best 
Co., 75 Fulton Street, New York City 38, 
N. Y., or from any of their branch 
offices in eight cities. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 
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Metropolitan Life Director 





David Berns, N.Y. 
G. KEITH FUNSTON 


G. Keith Funston, president of New 
York Stock Exchange, as announced in 
last week’s edition of The Eastern Un- 
derwriter, has been elected a member 
of the board of directors of Metropoli- 
tan Life. The directorate with Metro- 
politan is now Mr. Funston’s sole board 
of directors affiliation. When he ac- 
cepted the Stock Exchange presidency 
in 1951 he resigned his directorates in 
a number of stock companies. Mr. Funs- 
ton was named president of Trinity Col- 
lege in 1944 at the age of 33, and re- 
mained in that post until he accepted 
the presidency of the Stock Exchange. 


British Pru Has More Than 


Million Industrial Policies 
The Ordinary branch of The Pruden- 
tial Assurance Co. of Great Britain had 
£908,944,000 in force at end of 1953. An- 
nuities for the year were £14,570,- 
000. In the Industrial branch there were 
in force at end of 1953 in excess of 
30,000,000 policies for more than a bil- 
lion pounds insurance in force. 

The company’s portfolio of assets in- 
clude British Government _ securities, 
£156,330,563; securities guaranteed by 
British Government, £131,000,000; mort- 
gages on property within the United 
Kingdom, £14,091,000; mortgages on 
property outside the United Kingdom, 
£7,424,000; other Commonwealth Govern- 
ment securities, £21,091,240; debentures, 
£99,419,000; preference and guaranteed 
stocks, £48,600,000; Ordinary shares, £83,- 
420,000; leasehold property, £19,000,000. 


K. K. Keene Ass’t Actuary 
Of Washington National 


Washington National Insurance Co. 
announces the appointment of Kenneth 
K. Keene as assistant actuary. 

Mr. Keene graduated from the Uni- 
versity of Florida and received his Mas- 
ters degree from the University of 
Michigan. Immediately thereafter he 
joined the actuarial department of Aetna 
Life, Hartford, where he remained un- 
til affiliating with Washington National. 
He is a Fellow of the Society of Ac- 
tuaries. 

Howard G. Eimers, formerly actuarial 
assistant, has been promoted to assistant 
actuary of the company. 

N. R. Rathbone, assistant actuary, has 
been placed in charge of the company’s 
Group actuarial section. 


New Republic National Office 


Republic National Life has opened a 
branch office in Muncie, Indiana, Theo. 
P. Beasley, president of the Dallas com- 
pany, has announced. Perry R. Knight 
will serve as manager of the new branch. 
Associated with Mr. Knight as represen- 
tatives are Ted May, Muncie, and Les- 
ley Hafley, Jr. and Harold Wray, Rich- 
mond. 

Mr. Knight, who has been in the life 


insurance business for many years serv- 
ing in a managerial capacity, is past 
president of the Muncie Life Under- 
writers Association and has completed 
the University of Connecticut Agency 
Manager’s School. He is vice president 
and on the advisory ‘board of the 
Muncie Salvation Army, a Mason and 
Shriner, in the Elks, Exchange Club and 
a member of High Street Methodist 
Church. 


Fred M. Sanders Retires 


Fred M. Sanders, vice president of 
Bankers Life of Nebraska, has retired 
as an executive officer of the company. 

He had been with the company for 
more than 50 years, entering its employ 
as a clerk in December, 1902. In 1926 he 
was named secretary, and became vice 
president in 1946. 

Mr. Sanders will continue to serve the 
company as a trustee. 





A NORTHWESTERN MUTUAL POLICYHOLDER /for thirty years. 





today owns six policies with this company. 


Mr. Balderston 


KARSH, OTTAWA 


“Look twice at life insurance 





1S my advice to the man in middle age 


A message of importance for men who have “completed” their life insurance programs 


by WILLIAM BALDERSTON, President, Philco Corporation 


“— man over forty can well ‘look 
twice’ at life insurance. His first 
look can be backward. He can see how 
important life insurance has been to him 
up to now—in providing a sense of 
security, peace of mind, and an impetus 
to a consistent savings program. 

“His second look should be ahead. It 
should be in the light of his present am- 
bitions for his family, and his increas- 
ing ability to provide more for their 
future as well as a more satisfying retire- 


ment for himself. This is a time to ask 
himself whether he can still be content 
with his life insurance program as it is. 
‘“*He should look at another important 
thing. Life insurance today has special 
value in safeguarding the estate he wishes 
to leave to his dependents. Adequate life 
insurance can provide ready cash for pay- 
ment of death taxes. Without it, his heirs 
may be forced to sacrifice important 
assets and suffer an unlooked-for de- 
preciation of their inheritance.” 


9$ 


HOW LONG IS IT SINCE YOU 
HAVE REVIEWED YOUR 


LIFE INSURANCE PROGRAM? 


IRTHS, deaths, marriages, changing 
B needs, taxes... all affect protection 
plans. A life insurance program needs re- 
view at least every two years. 

You'll find real assistance when you call 
upon a Northwestern Mutual agent. He is 
trained to give understanding advice. His 
company is one of the largest in the world. 
It has over 97 years’ experience. 

Moreover, Northwestern Mutual offers 
so many significant advantages, including 
low net cost, that no company excels it in 
that happiest of all business relationships— 
old customers coming back for more. 





Tke NORTHWESTERN MUTUAL 2/6 Aesurance Company 


MILWAUKEE, WISCONSIN 





APPEARING IN: TIME, JULY 19 AND AUGUST 16; IN NEWSWEEX, SEPTEMBER 27 & AUGUST 25; IN SUCCESSFUL FARMING, NOVEMBER 
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Texas Dept. Meets With 
Insurance Industry 


IS HELD IN DALLAS 





MEETING 





Insurance Committee Headed by Travis 
T. Wallace, E. W. Cammage 
and Robert Sneed 


More than 150 executives of all major 
branches of the insurance business in 
Texas attended a called meeting of the 


Texas Board of Insurance Commission- 
ers in the Baker Hotel, June 25. The 
objective of the meeting was to find 


ways and means of?.meeting problems 
growing out of the recent f failures of 
some insurance companies. 

The insurance men formally com- 
mended the board for calling the meet- 
ing and offering an affirmative stand for 
the business to adopt. An 18-member 
steering committee from the group, 
made up largely of presidents of state- 
wide associations, affected a temporary 
organization to study the feasibility of 
an all-industry program. The steering 
committee will confer with organizations 
for instruction and report back to an- 
other meeting. It will either act as an 
advisory group to Commissioners, or an 
agency to launch an industrywide pro- 
gram of public education. 

Officers of the committee which met 
in compliance with a request from the 
Commissioner are Travis T. Wallace, 
president, Great American Reserv e, Dal- 
las, and Earl W. Cammage, president 
Pan American group of Houston, co- 
chairmen; and Robert Sneed, secretary 
of Texas Association of Mutual Life 
Companies, as secretary. 


The committee’s agg: followed 
general session talks by Garland A. 
Smith, chairman of Texas Board of In- 


surance Commissioners, and John B. 
Shepperd, Texas Attorney General. 
Commissioner Smith, urging the insur- 
ance business to get together, said the 
board has recommended to the legisla- 
tive council that it consider legislation 
along five general lines: to assure sol- 
vency; standard procedures for charter- 
ing nt forming new companies; regula- 
tions for sale of insurance stocks and 
securities; reformation of exemptions 
now allowed certain companies; and 
means of obtaining adequate examining 
personnel in the State Department of 
Insurance. 


Made nr Secretary 


Yonald . 
The olde 
pointed executive 


saker, managing editor of 
Salesman, has been ap- 
secretary of the In- 
diana State Association of Life Under- 
writers, the Indianapolis Life Under- 
writers Association, and the General 
Agents & Managers Association. 

Active for some time in association 
work, Mr. Baker has served as publicity 
committee chairman for the Indianapolis 
association for several years and is also 
serving this year as publicity chairman 
of the Indiana Leaders Club. 

A journalism graduate of Butler Uni- 
versity in pee sae: Mr. 3aker 
joined the staff of The Salesman in 1947. 
He is a three-year Air Forces veteran 
with 18 months’ service in South Pacific 
combat zones. He remains as managing 
editor of the magazine. 


George F. Mager Named by 
Prudential at Clifton Heights 


Appointment of George F. Mager of 
Englewood, N. J., as head of The Pru- 
dential’s Clifton Heights district office 
has been announced by Paul B. Palmer, 
vice president. 

Mr. Mager succeeds Mahlon E. Karpel, 
recently retired manager of the Clifton 
Heights organization. 

Mr. Mager takes over his new post 
following 15 years of experience in sales 
and supervisory positions with Pruden- 


tial’s Englewood office. He attended 
Mount Carmel College, Ontario, Can., 
and has taken advanced studies in life 


underwriting. 


insurance 


Opposes Group Term 
Deposit Investments 


N. Y. STATE ASS’N ATTITUDE 





Writes Viewpoint to Group Writing 
Companies Admitted to Do 
Business Here 





New York State Association of Life 
Underwriters has sent to presidents of 
all Group writing life insurance compa- 
nies admitted to do business in New 
York State a statement opposing the 
issuance of Group life insurance certifi- 
cates on periodic installment investment 
plans. 

The Association says it is concensus 
of the delegates who attended its re- 
cent annual meeting in Rochester that 
writing Group term in combination with 
regular deposit investment plans isa 
procedure which gives tacit approval to 
separating the reserves from the mor- 
tality costs of life insurance “which this 
Association contends cannot be sepa- 
rated by an individual without repudiat- 
ing a basic fundamental principle of life 
insurance.” 

Continuing, the letter of the New York 
State Association says: 

“Tt would appear that life insurance 
companies which offer Group life insur- 
ance to the public through a security 
salesman in connection with their regu- 
lar deposit investment plans is a new 
endorsement of the old and discarded 
plan of buying term insurance and in- 
vesting the difference on the side. The 

mC. eee 
State Association has always maintained 
(and usually with the support of the 
major life companies) that the general 
public cannot separate the mortality 
costs from investment accumulation and 
thus accomplish what is offered by level 
premium life insurance. We have con- 
sistently opposed the philosophy ex- 
pounded by the ‘termites’ as leading a 


Cash values after 3 yrs. 


No discrimination on rates. 





VVVVVVVVVVVVVVVVVVVVVVVVVVV TY 


ATTENTION — Monthly Premium Agents 


ral {al Steiilahle 


MONTHLY PREMIUM WHOLE LIFE INSURANCE 
paid up at Age 75 
designed for use in combination with 


1. Monthly Premium Accident and Health Business 
2. Monthly Premium Hospital and Surgical Business 
3. Monthly Premium Employee Benefit Plans 

or sold individually 


POLICY FEATURES 


Automatic extended insurance after 2 yrs. 


A brief non-medical application. 
Adequate limits—ages 1 to 60. 
Attractive Ist yr. and continuous renewal commissions. 


GENERAL AGENCIES OPEN IN 11 STATES AND D. C. 
Volume producers contact 


& TH 





244 S. 8th St., Philadelphia 7, Pa. 
ie 50 Years of Distinguished Jites 





Atmosphere — Phone Digby 4-2348. 





EMIL'S FINE RESTAURANTS 
“New York Rendezvous for Insurance People” 
Our NEW restaurant at 23 Park Row (opposite Woolworth Bidg.)— 
beautiful and spacious—featares Lobster Dinner — $2.75 dail 


Ideal for your Special Parties — Write or Phone (WOrth 2-2514) for 
actual menu. Special luncheons. Dinner from $1.60. 


Also 213 Pearl Street (near Maiden Lane) noted for its Real Old 


BOTH RESTAURANTS ARE AIR CONDITIONED 


aily. 








Heads Patchogue District 


Appointment of Arthur B. Fleischer 
as manager of The Prudential’s Patch- 
ogue, N. Y., district office has been an- 
nounced. Mr. Fleischer succeeds Robert 
M. Wickham, who was appointed early 
last month manager of the company’s 
Babylon district office, a new sales or- 
ganization. 

Mr. Fleischer, who has been with Pru- 
dential for more than 32 years, has been 
associated with district offices in New 
York, Brooklyn and Long Island 
throughout his career. Starting as an 
agent in 1921, he was advanced to a 
staff managership 11 years later. He was 
appointed head of a Brooklyn district 
in 1935. Two years ago, he was named 
to his recent post as manager of the 
Long Island City district. 





policyowner into a false sense of se- 
curity. 

“The Association believes that some of 
the Group writing life insurance compa- 
nies are endorsing these outside fund 
securities and putting them in competi- 
tion with their own agents when we 
know that they do not have the same 
degree of protection by law and super- 
vision that life insurance companies 
have for the protection of their policy- 
owners.” 

Frank B. Alberts, CLU, is president 
of the New York State Association, and 
Benjamin D. Salinger, CLU, is presi- 
dent-elect. 


Of 
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SCHMIDT AGCY. HOUSEWARMING 


400 See New Offices of New England 
Mutual at 270 Madison Avenue, 
New York City 
The Schmidt agency of New England 
Mutual Life, for many years on lower 
Broadway, has moved into new offices 
at 270 Madison Avenue. Attending a 
housewarming on Tuesday afternoon 
were 400 visitors, including managers, 
general agents, supervisors, agents and 
brokers. From the head office came 
seven executives, headed by George L. 
Hunt, for years head of the agency 
operations of the company, and who 
was given a dinner here Monday night 

by the Schmidt agency. 





Adams on Menace of 


Expanding OASI Benefits 


Speaking before Senate’s finance com- 
mittee July 1, A. C. Adams, chairman 
of NALU committee on SS, and gen- 
eral agent, John Hancock, Philadelphia, 
warned the legislators of “the menace 
that repeated liberalization of OASI 
benefits hold for the life insurance 
forces of America.” He was discussing 
HR Bill 9366. Speaking for the 90 mil- 
lion policyholders he showed how pre- 
miums collected by the life insurance 
companies are an economic bulwark to 
the nation and protect the people against 
life’s economic hazards. He termed some 
provisions of HR 9366 a threat to the 
future of life insurance and its repre- 
sentatives. 

“People will not be inclined to buy 
security from us,” he said, “if the Gov- 
ernment appears to give it away in 
larger amounts at today’s low tax. This 
unnecessary competition constitutes a 
clear invasion of the market for life 
insurance.” 


Hear Ray D. Murphy Talk 


Ray D. Murphy, president, Equitable 
Society, made an address at the Na- 
tional Health Council luncheon on June 
16 in Hotel Statler, his topic being 
“Health Career Horizons.” 


New Honor for Miss Divver 

Margaret Divver, advertising man- 
ager, John Hancock Mutual Life, has 
been elected a national director of the 
American Federation of Advertisers at 
the 50th national convention, held in 
Boston the week of June 20. She was 
named “Advertising Woman of the Year” 
at the 1953 convention. Miss Divver has 
served on the board of directors of Life 
Insurance Advertisers Association, Ad- 
vertising Club of Boston, and was recent- 
ly elected a director of the Greater Bos- 
ton Chamber of Commerce. 


HEADS WOMEN’S DIVISION 

Anne S. Frimkess, Manhatan Life, has 
been named chairman of the Women’s 
Division of the Los Angeles Life Under- 
writers Association; Avis Edgerton, Pru- 
dential, vice chairman; and Esther 
Mansfield, Bankers Life ‘of Iowa, secre- 
tary-treasurer. 


AETNA INSURANCE DIVIDEND 

Directors of the Aetna Insurance Co. 
of Hartford declared a dividend of 60 
cents a share, payable July 1, to stock- 
holders of record, June 16. 
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QO, THE MOVE AGAIN ... always going somewhere for 
his company. Yet going nowhere in his company. He knows 
now that he reached the end of the line years ago. 

Unfortunately, many young men today are trudging 
along in sales jobs that go nowhere. They neglect to find 
out where they are going before they start. Yes, even many 
young men beginning at high salaries may soon find their 
jobs leading into blind alleys—with no chance for ad- 
vancement. 


So, perhaps you will find it encouraging to know that 
The Union Central Life Insurance Company opens the door 
to a wide and ever-expanding future. It is indeed a bound- 
less future for men of vision, ambition and industry. You 
may find your greatest fulfillment in sales. But if your talent 
develops in management or administration, you can expect 
every opportunity to make the most of your abilities. 

And in addition to your many opportunities for advance- 
ment, here are other major factors provided by The Union 
Central—each important to consider in judging the true 


merits of a job. Choice of your own job location. A thor- 
ough training program. Research-tested working tools. 
Sound earnings plus liberal retirement and pension plans. 
Stable employment that does not rely on business condi- 
tions. And scientific aptitude testing to help you determine 
which job is best for you. 

Here, then, is a career that can take you as far as you 
want to go—into many prosperous years of independence 
and security for yourself and your family. And as a repre- 
sentative for The Union Central—with its policies that take 
care of every life insurance need from birth to age 70—you 
can experience a deep personal satisfaction for worthwhile 
service to members of your community. So be sure to get 
all the facts. Drop us a line and we'll be glad to arrange an 
interview at one of our local offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 2, OHIO 


FIFTH in a series designed to be of service to young men contemplating a life insurance career. These advertisements appear in 
magazines and life insurance trade press where young men are likely to look for information about companies and job opportunities, 
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Nashville General Agent 
For Fidelity Mutual Life 





J. W. WOOD 


appointed gen- 





ting 1V for Fidelity Mu- 

Philadelphia. He assumed 

f the company’s operation in 

} lle on July 1 with offices in the 

Commerce Uni Bank Building. As- 

sociated with Mr. Wood will be H. 

Ferrell Shipp, CLU, who will now devote 

his full time to serving his personal 
clientele. 

Mr. Wood has been an agent, and 
more recently an agency supervisor, for 
Massachusetts Mutual Life in Nashville. 
Entering life insurance selling in 1948, 
he has had a notable career. He is a 
member of the 1953 Million Dollar 
Round Table, and has received the Na- 
tional Quality Award for the last five 





is secretary-treas- 
State Association 
rwriters, and a member of 
directors of the Nashville 
. Life Underwriters. 

He att ended Tennessee Military Insti- 
tute at pweetwater and graduated with 
honors from Southwestern at Memphis 
in 1941. He attended the Law School 
of Vanderbilt Before going 
[ he was 


cons secutive vears. He 
f Tenne ssee 





on. ol 


also 


University. 








into the life insurance business, 
roject supervisor for Consol idated 
e, lps aged in experimental air- 
work the Air Corps Arma- 

Laboratory 

‘tive in civic and church affairs, Mr. 
Wood is an officer in his Masonic Lod; ge, 
president of his Alma Mater’s alumni 
Nashville, and a member 


association in 
of the Calvary Meth 


Nashville. 


Church in 


° 
odist 


Montreal Ass’n Officers 


Charles J. Pike, Sun Life Assurance, 
was elected president of the Life Under- 
writers Association of Montreal at the 
recent 48th annual meeting, in the 
Queen’s Hotel, Montreal. Retiring presi- 
dent J. N. R. Lafreniere, said member- 


ship was one of the largest in the his- 
tory of the association and that a credit 
balance was shown on the year’s activi- 
ties. 

Other officers are: honorary president, 





J N. R. Lafreniere, Great-West Life; 
first vice president, Roger Martel, Alli- 
ance Nationale; second: vice president, 
Harvey L. Lee, Prudential of England; 
honorary treasurer, L. Vaillancourt, New 
York Life. 

Directors are: Peter Angelini, John B. 
Angevine, helen L. Ashton, Henry 
Bezinian, Jack Chernin, Daniel K. 
Hushion, Marcel LaRocque, Marcel 
Piche, Guy Poliquin, Lionel Potechin, 


Jacques Tozzi and N. E. M. Wise. 


Conn. Bank Establishes 


Life Insurance Department 


The Savings Bank of Manchester, 
Manchester, Conn., has established a life 
insurance department and will issue 


policies of savings bank life insurance. 
The Manchester bank is the 38th mutual 
savings bank in Connecticut to add sav- 
ings bank life insurance to its facilities. 
are now 12 issuing banks and 26 
banks in the savings bank life 
Zimmerman 


There 
agency 


insurance system. William 
has been designated manager. of the 
bank’s life insurance department. 

As of June 1 there was $24,120,831 of 


savings bank life insurance in force in 
Connecticut. In the first five months of 
this vear the savings banks have issued 
$1,279,250 of new Ordinary insurance 
which is 31% more than the amount 
issued in the same period in 1953. 


ELECT A. KING WALKER 

A. King Walker, CLU, Penn Mutual 
Life, has been elected president of the 
Los Angeles Quarter Million Dollar 
Round Table; Henry W. Bent, Connec- 
ticut Mutual, vice president and Her- 
bert N. Howard, Occidental Life of Cali- 
fornia, secretary-treasurer. 


K. C. Life General Agent 


President W. E. Bixby, Kansas City 
Life, announced the appointment of W. 


“A. Farmer, as general agent for Central 


Alabama, effective July 1. Mr. Farmer’s 
agency will have its headquarters in 
Birmingham. 

A native of Birmingham, Mr. Farmer 
attended the schools of that city and 
has a wide acquaintance among its civic 
and business population. He is a Mason 
and an active member of the Presby- 
terian Church, in which he also is vice 
ena of his Sunday School class. 

Mr. Farmer served five years with an 
Air Corps Ordnance Supply company in 
Panama and at Iwo Jima before re- 
ceiving his honorable discharge in 1945. 
Returning to Birmingham, he took over 
the operation of his own jewelry store. 
He found a young associate whom he 
trained to operate the establishment and 
joined the sales force of another life 
insurance company with which he 
worked for three years as a_ personal 
produccr before going to Kansas City 
Life. 

Mr. Farmer continues to own his 
jewelry company but will leave its man- 
agement in the hands of his associate 
while he devotes his full time to his 
new general agency. 








FOUNDED IN 1867 
IN DES MOINES 


‘ab 


ALES | 
PROMOTION 
LETTERS 


the Company's highly success- 
ful direct. mail plan, keep on 
helping its Career Life Under- 
writers get the job done. "Gift" 
letters mailed out during the 
past twelve months secured 
highly informative reply card 
returns of 12.61%. 
proach letters, based on spe- 
cific-need follow-up calls, and 
the backbone of the system, 
were outstandingly successful 
in opening doors to sales. 


Pre-ap- 


KEYED FOR 

CAREER LIFE 

UNDERWRITERS 
> 


EQUITABLE LIFE INSURANCE 


COMPANY OF IOWA 


Joins New England Mutual 
Philadelphia Group Office 





WILLIAM L. NEWKIRK, JR. 


New England Mutual has appointed 
William L. Newkirk, Jr., district Group 
representative in the territory covered 
by its Philadelphia Group office. He 
will be associated with Francis L. Doyle, 
Jr., Philadelphia district Group manager. 

3orn on Long Island, N. Y., Mr. New- 
kirk attended public schools there and 
received his A.B. degree from Tusculum 
College, Greenville, Tenn., in 1944. After 
further graduate training at Tufts Col- 
lege and University of Pennsylvania, he 
joined the Prudential’s Group depart- 
ment as a service representative in 1947, 
and was assigned to the Minneapolis 
office in 1948. 

His career was interrupted by Army 
service during 1948-50, following which 
he rejoined the Prudential as district 
Group service manager in the Philadel- 
phia office. He became Group sales 
representative in 1952, and was put in 
charge of the newly-opened Allentown 
Group office in that year. 


AMA Names Herman Knauss 


Herman Knauss, planning director, 
Mutual Life of New York, was elected 
vice president in charge of the office 
management division of the American 
Management Association at the group’s 
recent annual meeting in New York. 

The 18,000-member business educa- 
tional association elected three other new 
divisional vice presidents and 11 direc- 


tors at the business meeting held in 
conjunction with the general manage- 
ment conference currently in session 


at the Hotel Statler. | 
Other newly-elected vice presidents of 
AMA’s operating divisions are: Freder- 


ick G. Atkinson, vice president for per- 
sonnel, R. H. Macy & Co, Inc., New 
York, personnel division; Gordon G. 
Hoit, executive vice president, Strom- 


berg-Carlson Company, Rochester, N. Y., 
finance division; and W. L. Romney, 
technical director of packaging, The 
Procter & Gamble Company, Cincinnati, 
packaging division. 

Vice presidents of the four remaining 
AMA divisions were reelected for a 
second one-year term. They are: Wayne 
J. Holman, Jr., president, Chicopee Mills, 
Inc., New York, marketing division; J. 
Keith Louden, vice president and assis- 
tant to the president, York Corporation, 
York, Pa., manufacturing division; A. S. 
Stambaugh, chairman of the board, 
Standard Oil Company (Ohio), Cleve- 
land, general management division; and 
Henry Anderson, manager, insurance de- 
partment, American Broadcasting—Par- 
amount Theatres, New York, insurance 
division. 
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Canadian Actuaries Elect 











H. R. LAWSON 


H. R. Lawson, vice president and man- 
aging director of National Life of Can- 
ada, was elected president of the Cana- 
dian Association of Actuaries at their 
recent annual meeting in Guelph, On- 
tario. He succeeds E. G. Schafer, as- 
sistant general manager of Dominion 
Life. 

W. J. D. Lewis, assistant actuary, 
Confederation Life was elected secre- 
tary, and D. A. Logie, Continental Life, 
was elected treasurer. Elected to the 
council were S. W. Boyle, Industrial 
Life, E. S. Linney, Canada Life, and 
D. N. McCormick, London Life. 


New Huebner Fellowships 

The administrative board of the S. S. 
Huebner Foundation for Insurance Edu- 
cation has announced its Fellowship and 
Scholarship grants for 1954-55. These 
grants which vary in amounts from $200 
to $3,200 have been made to 16 persons 
for purpose of enabling them to pursue 
graduate study in insurance for the Ph.D. 
degree in order to prepare for careers in 
insurance teaching at colleges and uni- 
versities. 

Those from the East getting Fellow- 
ships are Ernest W. Cole, Huntington, 
W. Va.; C.. Victor Hallman; II, 
Moorstown, N. J.; Jonas E. Hittelman, 
Buffalo; and Arthur L. Williams, Mt. 
Carmel, Pa. 


Indiana Training School 

Officers of the Muncie, Anderson, and 
Marion, Indiana, Life Underwriters As- 
sociations attending officers’ training 
school in Muncie, June 26, were urged 
by Francis Davis, general agent, Indian- 
apolis Life, Marion, president of the In- 
diana State Association of Life Under- 
writers, to organize their local groups 
for quick grass-roots action during the 
session of the Indiana Legislature which 
opens in January. Mr. Davis predicted 
that a number of adverse bills would 
be presented to the Legislature. 

The school was under the direction of 
Ralph Stewart, Ohio State Life, imme- 
diate past president of the Muncie as- 
ciation. 


E. L. Kennedy Appointment 
E. L. Kennedy has been appointed 
branch administrative officer of Canada 
Life. Formerly, he was branch staff 
supervisor. Mr. Kennedy joined company 
in 1922 and was six years at home office 
before being made branch secretary at 
Lansing, Mich. Since then he has suc- 
cessively held the position of assistant 
traveling auditor, secretary and later 
supervisor of policyholders service. 


BMA Regional Meeting 
Held in Salt Lake City 


A regional sales meeting of Business 
Men’s Assurance was held at the Hotel 
Utah in Salt Lake City, June 25. Those 
in attendance included representatives 
of the Salt Lake City branch office and 
the Boise, Idaho, and Billings, Montana, 
district offices. 

E. M. Peterson, manager of the Salt 
Lake City branch office, presided at the 


business sessions assisted by C. B. 
Johnson, district manager of Boise, and 
J. L. Mellor, district manager of Bill- 
ings. Mr. Peterson was also in charge 
of all arrangements for the meeting. 

A two-day school for new men pre- 
ceded the sales session. 

The home office was represented by 
G. J. Tritch, field manager; C. M. Bar- 
ricklow, assistant vice president of the 
Group department; E. J. Bolas, regional 
supervisor, claim department; and T. K. 
Baker, underwriter. 


Appoint D. B. Phillips 


D. B. Phillips has been named gen- 
eral agent at Little Rock, Arkansas for 
the Massachusetts Protective Associa- 
tion, Inc., and the Paul Revere Life. He 
has been serving the Worcester, Mass., 
companies as district manager at Hobbs, 
N. M., and has been a leading personal 
producer. 

Mr. Phillips entered the business four 
years ago. He is an Arkansas native. 
In Hobbs, he was well known for his 
civic and fraternal activities. 
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Barkie, Stross & Co. 
Enters Life Field 


BANKERS SECURITY GEN’L AGT. 





Fifth Appointment Made by That Com- 
pany in Metropolitan N. Y. Area; Will 
Name Life Dept. Manager Soon 





Marking its fifth general agency ap- 
pointment in metropolitan New York, 
Bankers Security Life Insurance Society 
recently named the well known multiple 
Barkie, Stross & Co., 6 
as its general agent. 


line agency of 
East 45th Street, 
Announcement was made by George J. 
Harrison, CLU, the company’s eastern 
superintendent of agencies. 

Entry into the life insurance field is 
a complete innovation for Barkie, Stross 
& Co., which through 23 years has built 
up a fine reputation as a general insur- 
ance organization, equipped to provide 
complete underwriting facilities for bro- 
kers on a countrywide basis. 

The agency is currently setting up a 
new department to handle its life busi- 
ness and in the near future will an- 
nounce the manager of that department. 

Principals in Barkie, Stross & Co. are 
Charles A. Barkie, William 
Robert J. Stross and Raymond F. Stross. 
Formerly known as Nelson & Stross, 
the firm adopted its present name on 
April 1, 1953, when Mr. Barkie joined 
the organization as a partner and an 
expansion program got under way. At 
that time Mr. Barkie resigned as mana- 
ger of the New York department of the 
American Casualty and the American 
Aviation & General Insurance Compa- 
nies. Prior to that time he had had a 


Stross, 





C. V. Bowes Marks His 15th 
Year as Newark Gen’! Agent 


C. Vernon Bowes, co-general agent of 
New England Mutual Life in Newark, 
has just completed 15 years in that ca- 
pacity, a milestone that has more than 
usual significance. Mr. Bowes also ob- 
served his 20th anniversary with the 
New England Mutual and his 3lst year 
in the business. 

Mr. Bowes arrived in Newark on 
June 1, 1938, and started at once on 
an agency building job. The agency that 
year had a paid-for production of about 
$900,000 and about $11,000,000 of life 
insurance in force. In distinct contrast, 
the 1953 paid production was $11,777,000 
and the “in force” is now up to $89,000,- 
000. This sizable growth is a _ tribute 
not only to Mr. Bowes’ organizing abil- 
ity and leadership but to the full-time 
men whom he has recruited and trained 
over the years. Another important fac- 
tor was the affiliation of George Joseph, 
previously stationed at the home office, 
with Mr. Bowes about two years ago as 
co-general agent. 

Of the 76 full-time agents appointed 
by Vernon Bowes in the 1938-54 period, 
27 are still with the agency in the same 
capacity; three are supervisors; six 
have been made general agents with 
New England Mutual elsewhere; one is 
in the home office agency department of 
another company; three are general 
agents of other companies; two have 
died; three are agents of other compa- 
nies; two became supervisors then 
resigned to accept excellent positions in 
other fields, and 29 left the life insur- 
ance business. 


CANADIAN GROUP ELECTS 

G. E. Brown of Montreal was elected 
president of the Life Insurance Institute 
of Canada. He succeeds G. T. Prentice 
of Toronto. 

Vice presidents elected were George 
Ryrie, Toronto, and George Aitken, 
Winnipeg; secretary-treasurer is D. E. 
Weaver of Waterloo, Ont. 


Left to right: 





Raymond Stross, Charles A. Barkie, Karl P. Anderson, secretary, 


Bankers Security Life; William Stross, Robert J. Stross and Harry O’Brien, vice 
president, Bankers Security Life. 


long, busy career as a production ex- 
ecutive. He served as assistant United 
States manager of the Accident & Casu- 
alty of Winterthur, Switzerland, and be- 
fore that as vice president of P. A. Post 


& Co., as executive special agent of the 
Metropolitan Casualty and as New York 
branch manager of Continental Casu- 
alty. His insurance career began with 
Ashby Lee Biedler. 


TO HEAR OVETA HOBBY 





Cabinet Officer Will Be Guest Speaker 
on Institute’s Network Health 
Program July 6 
Oveta Culp Hobby, secretary, Health, 
Education and Welfare, will be guest 
speaker on Institute of Life Insurance- 
Mutual Network program “The Search 
That Never Ends” July 6, when the 
series enters its third year of broadcast- 
ing. The program will dramatize the 
work of the Health, Education and Wel- 
fare Department, as well as the activi- 
ties of the United States Public Health 
Service, which is an integral part of 
Mrs. Hobby’s over-all operation. She 
will be introduced by Dr. Louis I. Dub- 
lin, health and welfare consultant to 

the Institute. 

The series, currently heard over more 
than 400 Mutual Broadcasting System 
stations with an_ estimated listening 
audience of three and one-half million, 
is broadcast nationwide Tuesdays, from 
9:30 to 9:55 p.m. EDT, and over WOR- 
New York the following Saturday from 
9 to 9:25 p.m. EDT. 

Sherman H. Dryer, Peabody Award 
winner, is producer-director of the series. 
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Texas Association Annual Convention 


The 29th annual convention of the 
Texas Association of Life Underwriters, 
Austin, June 24-26, was attended by 
approximately 675 producers and wives. 
The board of directors, Leaders Round 
Table of Texas, General Agents and 
Managers Conference of Texas, and the 
voting delegates to the Texas Associa- 
tion, in their separate meetings, all en- 
dorsed O. P. Schnabel, Jefferson Stand- 
ard Life, San Antonio, for national trus- 
tee by unanimous vote. 

L. Mortimer Buckley, national com- 
mitteeman of the Texas Association, 
New England Mutual Life, urged that 
all local associations send delegates to 
the convention of the National Associa- 
tion of Life Underwriters at Boston in 
September. 

V. Kelley, CLU, Amicable Life, 
San Angelo, vice president of the Texas 
Association, reported that the paid mem- 
bers were 3,186, the highest mark in the 
history of the association. He urged 
that the support of general agents and 
managers and directors of agents for 
the companies be enlisted in the drive 
for 4,000 members. ’ 

The number of associations repre- 
sented by newly elected officers at the 
Training School was the greatest since 
its inauguration. V. W. Kelley, vice 
president, was in charge. 

In his report President H. T. Ethe- 
ridge, CLU, Southwestern Life, El Paso, 
stated that the income of the association 
has grown from $1,100 to $18,000 with a 
comparable growth in services to its 
members. He then read a letter from 
Governor Allan Shivers in which the 
Governor stated that in the past 15 
years no policyholder of a legal reserve 
company in Texas has lost a dollar. 

Zollie Steakley, legal counsel of the 
Texas Association, gave an analysis of 
the proposed bill on agents’ qualifica- 
tions to be presented to the Texas Leg- 
islature in 1955. He pointed out the 
difficulty in writing a bill which would 
result in a minimum of opposition, and 
emphasized the importance of contact 
with local legislative candidates before 
election. He warned the group that the 
passage of such a bill which is impor- 
tant to the producers in the field will 
be a most difficult matter. 

The report of the nominating com- 
mittee was presented by Edward Dyer, 
chairman, Southland Life, Fort Worth, 
and the following officers were elected: 
V. W. Kelley, CLU, Amicable Life, San 
Angelo, president ; Ben P. Atkinson, 
CLU, American Jeneral Life, Austin, 
vice president; R. L. McMillon, Busi- 
ness Men’s Assurance, Abilene, secre- 
tary-treasurer. Regional directors: Re- 
gion I (Dallas), Guy Goldstandt, Equi- 
table Life Assurance Society; Region 
III (San Antonio), Sidney H. Wieder- 
mann, CLU, Union Central Life; Re- 
gion IV (Houston), Robert L. Clarke, 
California-Western States Life; Re- 
gion XI (Corpus Christi, Victoria, and 
Valley Grande), T. A. Shellnut, Ameri- 
can National; Region XII (Waco, Aus- 
tin, Central Texas), Frank K. a 
L. Mortimer Buckley, CLU, New Eng- 
land Mutual, Dallas, was pine na- 
tional committeeman. 

At the luncheon, June 25, NALU 
President Robert C. Gilmore, jx, 
Bridgeport, Conn., spoke on a balanced 
perspective and stated that the perspec- 
tive of a man is the most important 
thing in his life. He urged that life in- 
surance men take their responsibility in 
civic and political life to exert their in- 
fluence for those things in which they 
believe. 

He outlined the problems created by 
the constant demand for increased bene- 
fits under the Social Security laws, 
pointing out that this will always be so 
in election years. He emphasized the 
problem of increased taxes to support 
the Social Security program, and said 


that it is the duty of life insurance men 
to see that it is placed upon a sound 
basis. 

Following the luncheon, the sales con- 
gress sponsored by the Texas Associa- 
tion and the Leaders Round Table of 
Texas, with John T. Kehoe, Jr., South- 
western Life, Dallas, chairman, was 
held. 

Frank Whitbeck, CLU, vice president 
and director of agencies, Union Life of 
Little Rock, spoke on “Your Business 
and You.” He emphasized the cost of 
lapsed policies to the buyers, and pointed 
to the threats of mass and group selling 
of life insurance. He developed the fact 
that there is a trend to eliminate the 
middleman and that the life insurance 
agent must justify his position. 

William T. Earls, CLU, general agent, 
Mutual Benefit Life, Cincinnati, spoke 
on business insurance, developing the 
thought that for the underwriter who 
desires to qualify for the Million Dollar 
Round Table business insurance is a 
must. He pointed out that many busi- 
ness men are without the needed pro- 
tection and that business insurance is 
not difficult. 


John Ben Shepperd, Attorney General, 
Austin, spoke of the situation created 
by the exposure of companies which 
have operated upon fraudulent assets. 
He emphasized the fact that the court 
proceedings which have been so pub- 
licized were the results of efforts of the 
Board of Insurance Commissioners and 
the Attorney General to eliminate frau- 
dulent operations. He declared that the 
great number of Texas companies are 
operating upon a sound basis. 

The CLU breakfast was attended by 
106. Earl Reinke, CLU, Metropolitan 
Life, presided, and William T. Earls was 
the speaker. Mr. Earls stressed the 
fact that CLU is not a training sales 
course but one that is fitted to the un- 
derwriter who is interested in self- 
improvement. He spoke of the high per 
cent of career men who have found it 
helpful and of the prestige of the pro- 
fessional degree. 

E. Dale Shepperd, CLU, Connecticut 
Mutual Life, Houston, president of the 
General Agents and Managers Confer- 
ence of Texas, spoke to the group on 
the reasons for a conference, citing the 
fact that the high percentage of men 
who enter and leave insurance work is 
indicative of the need for better trained 
managers. 


B. N. Woodson, CLU, president of the 
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can see and compare for himself—this is 
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ity of the benefit provisions in each 
policy— 
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service of the GUARDIAN field force 
and home office staff— 
QUALITY in the prompt payment of 
benefits — as reflected in the compli- 
mentary letters received by our Claim 
Department. 

Keep your clients happy in all phases of 
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American General Life, spoke optimis- 
tically of the future of life insurance. 
He could see no indications of a catas- 
trophic depression, citing the investment 
conditions and the bank insurance as 
factors which will prevent such a de- 
pression. He spoke of the rapid increase 
in population and the growth of national 
income as favorable factors. 

E. Gaines, vice president and di- 
rector of agencies of Great National 
Life, Dallas, spoke on the need for cor- 
rection in the training of men to elimi- 
nate the cost of failures and the bad 
public relations created by failures. 

The leaders Round Table of Texas 
elected the following new officers: Cecil 
Murray, Great Southern Life, Hunts- 
ville, chairman; Al Pratka, American 
General Life, secretary; regional di- 
rectors: Regions I and II, Ed O. Choice, 
CLU, Great National Life, Dallas; Re- 
gions III and XI, C. H. (Smokey) Killen, 
New York Life, San Antonio; Regions 
V and VI, Frank Bell, CLU, American 
General Life, Abilene; Regions IX and 
XII, E. L. Jack Trice, CLU, Southland 
Life. Beaumont. 


Annual Conference for 


Old Line Life Leaders 


Leading producers of Old Line Life, 
Milwaukee, who provided outstanding 
service and led in constructive develop- 
ment during the past 12 months, will be 


guests of the company at its annual 
business conference July 7-10, at the 
Grand Hotel, Mackinac Ist and, Michi- 
gan. 


Receiving the Star Leaders’ Club dia- 
mond insignia for high sales achieve- 
ment are N. D. Hempe, CLU, Milwau- 
kee, president, and Fred J. Van Roo, 
Milwaukee, first vice president. D. J. 
Huddleston, Waukesha, Wis., is second 
vice president. 

National Quality awards will be pre- 
sented to H. R. Buckman, CLU, Milwau- 
kee, for the tenth year; N. D. Hempe, 
eighth year; Jerry E. Clifford, Milwau- 
kee, fifth year; G. J. Hulka, Cedarburg, 
Wis., fourth year; M. R. Bores, Marsh- 
field, Wis.; D. \. Huddleston; J. P. 
Loughrin, Oshkosh, Wis., and Royal E. 
Meyer, Manitowoc, Wis., second year; 
Warren L. Bull, Jr.. Madison, Wis.; Art 
C. Meyer, Antigo, Wis., and Arni H. 
Stori, Durand, Wis., all first year. Spe- 
cial recognition will be given Mr. Buck- 
man as a life and qualifying member of 
the Million Dollar Round Table for the 
ninth consecutive year. 

Paul A. Parker, company agency di- 
rector, is general convention chairman. 
Business sessions will be devoted to 
talks on various aspects of selling and 
taxation, with Mearl F. Ryan, vice 
president, and Forest S. Talbot, director 
of field service, acting as chairmen. 
Greetings will be given by company 
president. James H. Daggett. Others on 
the two-day program will be John Vis- 
ser, associate counsel, who will speak 
on “A Look at Taxation”; Gordon S. 
Stark, home loan correspondent, “Two 
Great Assets”; J. P. Betker, CLU, Madi- 
son, Wis., “Selling Sole Proprietor- 
ships”; and Mrs. D. J. Huddleston, wife 
of a Star Leaders’ Club officer, “Can- 
ada and U. S. Business and Social Rela- 
tions.” 

Golf, outdoor sports and the Mackinac 
Island surrey rides, plus evening social 
events, are some of the recreational ac- 
tivities planned for the Old Line Life’s 
annual convention. 


NAMED BY PAN - AMERICAN 

Kenneth D. Hamer, vice president and 
agency director, recently announced the 
appointment of Tom Hamby as general 
agent for the company in Moultrie, 
Georgia and surrounding counties Prior 
to his association with Pan-Americ an, 
Mr. Hamby graduated from the Life In- 
surance Marketing Institute, Purdue 
University. He has been district man- 
ager for a prominent company and has 
consistently been among the top pro- 
ducers of his former company. 








Page 16 






xe ea@ee 





THE EASTERN 
UNDERWRITER 










Human Interevt jj 
Aa Se ee 

















THE EASTERN UNDERWRITER 





Owned and published every Friday by The Eastern Underwriter Co., 


a New York 


Corporation. Office and place of business, 93-99 Nassau Street, New York 38, N. Y. 
WOrth 2-4868 





CLARENCE AXMAN, President-Treasurer 


W. L. Hapwey, Vice President 


Guiapys P. Reap, Secretary 





Editorial Division 


CLARENCE AXMAN, Editor 
Epwin N. Eacer, Associate Editor 
A. V. MiLter, Editorial Secretary 


L. JEROME PHILP, Managing Editor 
W. L. Crapp, Associate Editor 


ARTHUR E. O’LEary, Assistant Editor 


OLIVER J. Jones, Associate Editor 





Business Division 


W. L. Haptey, General Manager 


Grapys P. Reap, Assistant Manager 





Subscription price in the United States and possessions, $5 a year. 
Single copies 25c. 


$6 a year. Foreign countries $6.50 a year. 


Canadian subscnptions, 


Remittances from outside the United States by Postal or Express Money Order or by Bank 


Draft, payable in United States Funds. 


Entered as second-class matter April 5, 1907, at the post office vf New York City under act of 


Congress, March 3, 1879. 





SUMMER OPPORTUNITIES 


Summer is a season when most people 


welcome vacations from the heat of 


and but these vacations 


last 
Hence, as long as an 


cities towns, 


entire season. 
agent or broker 


time in 


seldom during the 


must spend most of his the 
hot weeks at his office there is no point 
that natural 


indisposition to exertion. Despite the ob- 


to yielding completely to 


vious temptation to so yield, Summer is 
selling 
books 


and thus acquire areal knowledge of just 


reorganize 
the 


an excellent time to 


plans, to review business on 


how accounts stand and how more busi- 
ness may be developed, profitably to 
producer and assured alike, from exist- 


ing accounts. 


The John C. Weghorn Agency in 
New York City is one office which is 
going to promote business this Summer 
instead of just standing by until the 
heat waves depart. There are many 
other agencies and brokerage offices 
which likewise are planning to utilize 
these Summer weeks to push certain 
lines of business which have _hereto- 
fore been neglected; such as _ selling 
he new earnings coverage for small 


form of business in- 


came onto the mar- 


merchants, which 


terrupti yn insurance 


ket recently. 
The Weghorn Agency aims to stress 
surveys of the larger accounts. That 


surveys are excellent business develop- 


ers for producers, when prepared intel- 


ligently, few will deny. The Weghorn 
office feels that now surveys can be 
stressed when often, during the more 
busy seasons of the year, the time can- 


not as readily be devoted to going over 


large accounts as carefully. If an agent 
is fully busy during the other seasons in 
afford to 


“service.” 


selling, he can now devote 


more time to his slogan of 


Not only may the producer now serv- 
ice his clients—by calling on those whom 
failed to 
should, by 


he has see as often as he 
emphasizing prompt collec- 
tions where tendencies to 
backslide, stressing full cover- 
age to value on the part of all his clients 

but he service to himself. By 


reviewing his own costs of operation and 


there may be 
and by 


can give 


management. In these days when ap- 
parently so many assureds are being 
influenced by low cost propositions, the 
wise producer, while truthfully empha- 
sizing the value received in service 
for higher insurance costs with old-line 


carriers, will, nevertheless, review his 
own expenses so that he may more 
capably withstand any impact of non- 


agency competition. 

Thus the Summer offers many things 
to many people. A period for rest, for fun 
and exercise, for travel, and for review- 
ing and reorganizing selling campaigns. 


Robert P. Ebneth has ae named 
assistant secretary of Geo. F. Brown and 
Sons, surplus line brokers in New York 
City. Mr. Ebneth has been with this 
firm for three years, and was previously 
connected with Freeborn and Company 

* * Ok 

Walter O. Menge, president, Lincoln 
National Life, has been named to the 
board of directors of the Magnavox Co., 
manufacturers of radio, television, 
phonograph, and other electronic equip- 
ment, with headquarters in Fort Wayne. 

* * &* 

William Breiby, vice president of Pa- 
cific Mutual Life, Los Angeles, has been 
named by Mayor Norris Poulson as a 
member of a Citizens’ Committee to 
study the financing of the Los Angeles 
Fire and Police Pension Fund. 

* * x 


Clyde E. Smith, Jr., insurance man of 
Martinsburg, W. Va., has been elected 
president of the West Virginia Junior 
Chamber of Commerce. He had been 
vice president of the organization and 
is a former president of the Martinsburg 
Chamber. 

* ok * 

George R. Jordan, vice president for 
Republic National, Dallas, acted as di- 
rector general in charge of the biggest 
Shrine event in Texas since 1913, the 
annual state convention in Dallas. 

* * 


W. H. Andrews, Jr., CLU, manager of 
the Greensboro Agency of the Jefferson 
Standard Life has been named to the 
State Chairman’s Executive Pomaitice 
of the Savings Bond Divisién of the 
U. S. Treasury. Andrews will represent 
the southeastern area on the Committee. 
The executive committee acts as an ad- 
visory board to treasury officials and the 
Washington Savings Bonds ‘Staff. He 
served as North Carolina State Chairman 
= nag War Bonds Division during World 

ar 








ADDISON ROBERTS 


Addison Roberts, vice president of 
Fire Association Companies, is to be 
general chairman of the 1955 drive in 


Philadelphia and nearby Montgomery 
County, by the American Cancer So- 
ciety. During the 1954 campaign he was 


chairman of the Philadelphia -division 
which, along with the drive as a whole, 
went well over its quota. The new 
chairman has a faculty of being able to 
get people to work for him. He will 
need 8,000 volunteer workers. 


ee Se 


Sally Cummings, daughter of W. Mor- 
row Cummings, senior partner of the 
large Houston agency of MHoustoun, 
eteprepae & Cummings, sailed on the 

S. Asconia from Montreal this week 
an an 11-weeks’ student tour in 14 coun- 
tries abroad. This vacation trip was Miss 
Cummings’ graduation present from her 
parents. Majoring in art, she finished 
her high school career last month and in 
September will enter Newcomb College 
of New Orleans. While at high school 
one of Miss Cummings’ pastel drawings, 
featuring the character “Lenore” from 
Edgar Allen Poe’s “The Raven,” won an 
award and will be included in an inter- 
national exhibition. She is anticipating 
her European tour which will include 
21 days in Paris, with keen interest. 


“pee Tae 


Chester O. Fischer, vice president, 
Massachusetts Mutual Life, has been 
renamed a member of the Insurance and 
the Government Expenditures commit- 
tees, Chamber of Commerce of the 
United States. The Insurance Commit- 
tee combats the trend by various govern- 
ment agencies seeking to encroach on 
the private insurance field. In addition 
to activities in the national insurance 
field the committee also seeks better in- 
surance relations for the United States 
companies in foreign countries. The 
Committee on Government Expenditures 
coordinates the Chamber’s efforts to re- 
duce government spending and to point 
out where specific savings should be 
made. Economy recommendations are 
made from time to time as the result of 
Chamber studies. Mr. Fischer was a di- 
rector of the U. S. Chamber from 1941 
to 1947, and was president of Springfield 
Chamber of Commerce in 1939 - 1940 
term. 

eS ee 


President Asa V. Call and Vice Presi- 
dent Allen D. Harper of Pacific Mutual 
Life, have been elected to membership 
in the board of governors of the Los 
Angeles Area Community Chest. 





William Notman & Son Ltd. 
RUPERT S. THORP 


Rupert S. Thorp, deputy general 
manager of Prudential Assurance of 
Great Britain, has been elected presi- 


dent of the Insurance Institute of Lon- 
don. He joined the company in 1916 and 
in World War I joined the Queen’s 
Westminster Rifles. After demobiliza- 
tion he rejoined Prudential. In 1926 Mr. 
Thorp went to Montreal on the com- 
pany’s head office staff. While in Can- 
ada he was elected president of the In- 
surance Institute of Montreal. In 1937 
he returned to London where he be- 
came controller of the general branch 
department. In 1942 he was promoted 
to assistant manager and in 1945 to 
deputy general manager. While in Mon- 
treal he was captain of the cricket team 
which played against the Australian test 
team in Canada in 1932. He has many 
friends in this country as well as in 
Canada. 
iy ee 

Sir Alan C. Tod, chairman of Royal 
Insurance Co. and of Liverpool & London 
& Globe since 1948, has relinquished 
both offices and is succeeded by Sir John 
R. Hobhouse, who has been a deputy 
chairman of the two companies since 
1939. Sir Alan C. Tod will continue as a 
director. 

ee eee 

William Pitts, formerly with the home 
office of the Prudential, Newark, N. J., 
has joined Ben Sackheim, Inc., New 
York advertising agency, as a member 
of the creative staff on Farm Bureau In- 


surance Companies, Columbus. A Har- 
vard graduate, Mr. Pitts was a copy 
group supervisor in Prudential’s sales 


promotion division, working on develop- 
ment of its A. & H. sales program, 
x. 2 


James L. Madden, second vice presi- 
dent of Metropolitan Life, was reelected 
treasurer of the American Management 
Association at its recent annual meeting 
in New York. Herman Knauss, planning 
director of Mutual Life of New York, 
was made vice president of the Office 
Management Division of the Associa- 
tion. 

* * * 

J. Allen Sibley has sold his insurance 
business in Edwards, N. Y., to Ralph 
Dier after operating it for 32 years. Mr. 
Sibley has moved to Plattsburgh, N. Y. 

hae Beal 


Peter T. Allen, general agent of 
Northwestern Mutual Life in Buffalo, 
N. Y., has been appointed to the execu- 
tive committee of the Buffalo Chamber 
of Commerce. 
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Honor Student at School for 
North America Agents 
Richard N. Peters of the Norman A. 


Peters Insurance Agency, Detroit, be- 
came the 1,000th graduate of the Insur- 
ance Company of North America School 
for Agents June 17 when he completed, 
with honors, an eight-weeks course in 
fire, marine and casualty insurance. Mr. 
Peters bec: ume associated with his fa- 
ther’s agency in 1953. 

John A. Diemand, president of the 
North America Companies, presented 
certificates to 27 students from 15 states 
and Canada in ceremonies at the head 
office in Philadelphia. 

In addition to Mr. Peters, 
ored for an outstanding record were: 
Donald C. Cross, Johnstown, N. Y.; 
Charles L. Doss, Jr., of the agency of 
Lester P. Williamson, Grove City, Pa.; 
William S. Kanaga, of Mann - Kerdoff - 
Kline and Welsh, Kansas City, Mo.; 


those hon- 


William J. McIntyre, of Stuckey and 
Woodham, Inc., Bishopville, S. C. and 
Jack W. Muma, Homer Warren and 


Detroit, Mich. 
* * x 


Company, 


One Investment Counsel’s Appraisal 
of Economic Situation 


Many conflicting forces seem to be 
at work in this country’s economy at the 
present time with resulting uncertainty 
in the mind of the average person. For 
this reason I have read with special in- 
terest the current survey by the invest- 


ment counsel organization of Morgan, 
Rogers & Roberts, Inc. of 64 Wall 
Street, New York, sent me by Alexan- 


der H. Wheelan of that firm. Some 
of their comments are summarized be- 
low. 

A remarkable thing about the reces- 
sion in business activity since mid-1953 
is that there has been no decline in con- 
sumer spending, construction expendi- 
tures or business spending for plant and 
equipment. Moreover, the general level 
of commodity prices has remained re- 
markably steady. We consider it of 
favorable significance for the near future 
that there has been no snow-balling of 
downward adjustments in these major 
segments of the spending stream. 

As to business prospects for 1955, it 
is too soon to say very much with as- 
surance except that international condi- 
tions will be the major determining 
factor. In the absence of enlarged 
threats of war, it will have to be re- 
membered that the defense peak is past, 
some of the other major spending seg- 
ments may slow down and no brand- 
new stimulation is clearly visible for 
next year at this time. There is a school 
of thought among economists which 
holds the view that the economy will 
remain on a plateau around the current 
level for a further period of two or 
three years of adjustment and consoli- 
dation preparatory to a new, dynamic 
phase of expansion. Regardless of what 
may be in store during 1955 and 1956, 
and we see nothing ahead that should 
cause undue concern, the longer range 

















growth prospects for the country are 
very bright. Our January report took 
a ten-year look ahead and saw a vastly 


enlarged American economy, growing 
at an accelerated pace. A few weeks 


ago, some 200 economic thinkers from 
all over the world met in New York 
and found themselves in virtual agree- 
ment that the U. S. is climbing to new 
heights of prosperity. There were no 
dissents to the view thta the U. S. will 
experience rapid growth at least through 
1980 


The large stock market rise since 
last September has been an extremely 
selective one. There has not been a 
great deal of breadth to the advance; 
indeed, there have been many days when 
the average advanced while there were 
considerably more declines than ad- 


vances recorded in the market as a 
whole. The extent to which the aver- 
ages have risen more than the mar- 


ket as a whole is indicated by the fact 
that close to half the stocks listed on 
the New York Stock Exchange are 
still below their 1946 highs. If the 
pattern of all previous bull markets 
continues in the present market, as we 
believe it will, then it must be expected 
that the vast majority of good secondary 
stocks, which are still very reasonably 
priced based on earning power, yield, 
asset value and growth prospects, will 
more substantially participate in the up- 
ward trend of values. 

For some years in these reports we 
have outlined various reasons why we 
felt that common stock prices repre- 
sented a very conservative capitalization 
of their prospects. The recent market 
advance has carried a considerable num- 
ber of stocks to price levels which we 
believe discounts growth prospects a 
considerable distance ahead and, there- 
fore, we do not consider such stocks 
as representing good investment value 
at this time. On the other hand, the 
market continues to afford a consider- 
able number of issues that seem to 
meet every reasonable requirement of 
satisfactory yield and promise of cap- 
ital growth and income growth for the 
years ahead. Some such stocks have not 
had large price advances in the recent 
past and, therefore, do not appear to be 
vulnerable to important weakness at such 
time as the averages engage in a normal 
substantial corrective decline. Hence, 
such stocks appear attractive for pur- 
chase currently regardless of the gen- 
eral price level. 


Progress in Valuation of Securities 


The importance of removing the long 
term investment portfolios of insurance 
companies from the short term fluc- 
tuations of securities was early recog- 
nized by the Insurance Commissioners 
which resulted in the creation of the 
NAIC’s Committee on Valuation of Se- 
curities. The staff of this committee 


maintains permanent offices in New 
York and has been carrying on in this 
highly technical work on an expanding 
basis for more than a decade. 

That substantial and quite vital prog- 
ress has been made is well recognized. 
Also, we are reminded that some fur- 
ther extension of valuation techniques 
can be achieved by the recent comments 
of Perry S. Bower, assistant general 
manager and treasurer of Great-West 
Life before Canadian Investment Deal- 
ers Association. He observed that mar- 
ket fluctuations exercise a 
influence on the full employment of 
those investment areas currently avail- 
able and that the present investment 
scope in Canada is not wide enough to 
encompass the needs of future public 
and private financing. Some progress in 
introducing a higher degree of stability 
in valuation, similar to that employed 
in the United States, has already 
achieved in Canada, he observed, but a 


restricting 


been 


further extension would: appear highly 
desirable. If Canadian 
added, were given a more stable valua- 
tion method, the 
crease the flow of funds into many areas 
not fully developed today. He 
mented that until the valuation system 
is corrected, legal 
amount allowed in common stocks is of 
little practical significance. 

While the first steps toward securities 
a little short 
the Commissioners, 


companies, he 


companies could in- 


com- 


even the present 


valuation was taken only 
of 50 years ago by 
it was not until 1951 that the mandatory 
security valuation reserve was instituted, 
to life 
fraternal societies. 


and then it applied only insur- 


ance companies and 
In 1953 a 


which minimized 


series of tests were devised 
the effects of market 
fluctuations on corporate bonds permit- 
ting 
cost on a 


them to be carried at amortized 


new basis. Learning by ex- 


perience, the valuation techniques are 


constantly expanding and leveling out 
the fluctuations of long term portfolios. 


* ie 


Join N. Y. Chamber of Commerce 


Among new 
Commerce of 


members of Chamber of 
State of New York are 
F. B. Tuttle, chairman of board, Atlan- 
tic Mutual; Earl D. Patton, U. S. Man- 
ager, Northern Assurance. Frank A. 
Byrnes, counsel, New York Life 


* * * 


Roland de Grandpre 


Roland de Grandpre of Montreal is 
the new president of the Dominion 
3oard of Insurance Underwriters whose 
member companies write $250,000,000 pre- 
miums a year. Mr. de Grandpre is Ca- 
nadian manager for New Hampshire Fire 
and Granite State Fire. 

Not a native of Quebec he comes from 
an historic Franco-American family 
dating back to the early French coloniza- 
tion period and was born in Fall River, 
Mass., son of a doctor. While in, his 
teens the family moved to Canada. 

Mr. de Grandpre entered insurance 
after leaving Montreal’s Commercial and 
Technical High School in 1908 when he 
joined Evans and Johnson, Subsequently, 
he was with Sun Insurance Office and 
Consolidated Insurance Group. 

One of the guiding spirits of the 
Dominion Board of Insurance Under- 
writers for many years he is also a past 
president of the Canadian Underwriters 
Association and belongs to Montreal 
Board of Trade and the Reform Club. 
Furthermore, he is a life governor of 
Montreal’s Notre Dame Hospital. His 
three sons, Phillipe, Jean and Pierre, are 
lawyers. 








Student Gets Award | 





Richard N. Peters, left, receiving cer- 
tificate from President John A. Diemand 
of the North America Companies. 





Noyes Company Annual Meeting 


At the annual meeting of the Charles 
F. Noyes Co., Inc., a strictly 
ave organization in New York 
valued at approxi- 
President William 
earn- 


broker- 
which 
manages property 
$300,000,000, 


B. Falconer said the net operating 


mately 


ings of the corporation for the year 1953 
were $447,763 and that assets at 
the end of that year were $1,488,000. The 
corporation has 200 employes in admin- 
3,000 in 
industrial and 


gross 


istrative personnel and main- 


tenance and operation of 


commercial buildings and other proper- 
ties. 

The Noyes organization was _ estab- 
lished 56 years ago. Charles F. Noyes 


insurance affiliate is 


Headquarters are 


is chairmen. Its 
Findlay - Noyes Co. 
at 40 Wall Street. 


a 


Business Gets Its Own Dictionary 


Business and industry, which has 
grown multifold in size and complexity 
in the past few years, will soon have its 
own dictionary. The Dictionary of Busi- 


ness and Industry edited by Robert J. 
Schwartz, practicing attorney, clearly 
defines 45,000 business and legal terms. 


It has just been published by B. C. 
Forbes & Sons Publishing Co., Inc. 


+ eis 


Texas Caravan Set for December 


The annual Caravan Sales Congress 
of the Texas Accident & Health Asso- 
ciation is scheduled for the week be- 
ginning December 6. It will open in 
Houston on December 6 and thereafter 
will be staged in San Antonio, Abilene 
and Dallas. J. G. Claiborne, hospitaliza- 
tion sales manager, Employers Casualty 
of Dallas, will be general chairman of 
the congress. He is also president of the 
Dallas Association of A. & H. Under- 


writers. 
* * * 


Curtis Harrisburg Manager 


The Employers’ Group Insurance Com 
panies has appointed Dalton Curtis as 
manager for their MHarrisburg, Pa., 
branch, effective July 1. He joined the 
Employers’ Group in 1947 as an under- 
writer in the Maryland-Virginia branch 
office. In 1949 he was appointed special 
agent for the Richmond, Va., area, in 
which capacity he served until his 
present promotion. 
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Baxter Gentry Will 
Join Johnson & Higgins 


NOW IS SECRETARY OF AETNA 


Authority on Manufacturers Output Pol- 
icy, He Has Specialized on Inland 
Marine and Multiple Lines 
Johnson & Higgins, international in- 
surance brokers, announces that Baxter 
Gentry, well known authority on multiple 
line insurance, will join J & H on August 
1 as a vice president. Mr. Gentry has 





BAXTER GENTRY 


been a secretary of the Aetna Insurance 
Company and its three affiliates where 
he worked in the research, production 
and development of multiple line under- 
writing at the home office in Hartford. 

He has been instrumental in the de- 
velopment of the manufacturers output 
policy. This policy was designed to pro- 
vide a simpler form of insurance to meet 
increasingly complex needs of American 
business. 

Mr. Gentry entered insurance in 1926 
after studying at Emory University, Ala- 
bama Polytechnic Institute, and Wood- 
row Wilson College of Law. He received 
his LL.B. from the latter institution and, 
after working in a local agency in East- 
man, Ga., he joined the Southern depart- 
ment of Fireman’s Fund in Atlanta, Ga. 


Transferred to New York 


After working nine and a half years 
in all departments of the branch office 
and traveling the southeastern states on 
behalf of the company, he was trans- 
ferred to the New York marine office 
of Fireman’s Fund as agency production 
supervisor and inland marine under- 
writer. 

Mr. Gentry joined the Aetna at the 
home office in Hartford in 1943 as gen- 
eral agent in inland marine lines. In 
1945 he was named an assistant secre- 
tary of the Aetna’s fire companies. In 
1946, Mr. Gentry was transferred to the 
New York and suburban office of the 
Aetna and elected a secretary of the 
\etna’s fire companies. In New York 
he was in charge of ocean and inland 
marine underwriting and production. It 
was during his tenure in.the New York 
office that the Aetna introduced the 
Bsa + igre rers output policy. 

Mr. Gentry was elected a secretary of 
all companies of the Aetna Group early 
in 1951, and in October, 1951, was re- 
called to Hartford to superintend mul- 
tiple line underwriting research. 

In addition to his work on the manu- 
facturers output policy, Mr. Gentry has 
served on various rating and form com- 


MASS. FIRE RATES CUT 


Dwelling Premiums Will Be Reduced 
August 2 and Term Privilege Ex- 
tended to All Fire Risks 
Dwelling and apartment building fire 
insurance rates will be reduced in Massa- 
chusetts August 2, and at the same time 
the term privilege, with present dis- 
counts, will be extended to all classes 

of fire insurance risks. 

Executive Manager Benjamin M. 
Hermes of the rating association has 
officially notified Massachusetts agents 
and companies to this effect. 

Mr. Hermes’ notice is as follows: 

“About July 19, details of a general 
revision in fire rates will be mailed 
to you involving among others the fol- 
lowing classes: 

“Dwelling buildings (year-round and 
seasonal), certain mercantile stocks, 
apartment buildings, hotels and contents, 
bank and office buildings and contents. 
Other rate changes, and a revision of 
the term rule, permitting term privilege 
for all classes (with certain minor ex- 
ceptions) will be released  simulta- 
neously. 

“This advance notice is for the con- 
venience of agents in preparing renewals. 
All changes will be effective August 2, 
1954, with permission to adjust policies 
bearing inception dates on or after June 
18, 1954, on a pro rata basis as of 
August 2, 1954. Therefore, agents may 
postpone the preparation of renewal 
policies for the classes listed until re- 
vised rates are received, thereby elimi- 
nating the necessity of endorsements.” 

The change in the term rule will 
amount to a rate reduction for many 
classes of risks in Massachusetts, for- 
merly ineligible for term discounts, but 
in some of these cases the term dis- 
count may be offset by percentage rate 
adjustments in the general revision. 





Caledonian Names Ferris 


State Agent in Mass., R. I. 


Arthur W. Ferris has been appointed 
state agent for the Caledonian- Nether- 
lands Insurance Group to. supervise 
Massachusetts and Rhode Island. Mr. 
Ferris is an experienced fieldman hz wing 
traveled the territory for another com- 
pany, and his headquarters will be main- 
tained at 50 Congress Street, Boston. 


Enes Agency Superintendent 

Promotion of Pierce M. Enes_ to 
agency superintendent at the home of- 
fice of the Automobile of Hartford and 
the Standard Fire is announced by J. K. 
Hooker, vice president. Mr. Enes, who 
has served as fire manager for the com- 


panies at Detroit for the past year, 
assumed his new duties July 1. 
At the same time, Berthil H. Peter- 


son, state agent in Indiana since 1948, 
succeeds Mr. Enes as manager of the 
fire division at Detroit. 

Mr. Enes was special agent in New 
Jersey and in 1950 advanced to state 
agent at Detroit. Mr. Peterson has been 
with the companies since 1942, serving 
first as a rating engineer at Chicago. 





mittees of the Inland Marine Under- 
writers Association and the Inland Ma- 
rine Insurance Bureau. Among the 
forms committees on which he served 
were: furriers customers; bridge and 
tunnel; fine arts; and railroad. 

He is currently chairman of the man- 
ufacturers output committee of the Mul- 
tiple Peril Insurance Rating Organiza- 
tion and also serves on the planning and 
finance committees. Mr. Gentry is also 
on the American Insurance Association’s 
committee to develop new merchandising 
methods for insurance. 





Story, Agent, to Join 
Prudential of G. B. 
NOW IN FREDERICKSBURG, VA. 
Prominent in Virginia Agents Assn. 
He Has Been Honored by IAC and 
Virginia Stock Field Club 


Gerry H. Story, Jr. will join the Pru- 


dential-Skandia-Hudson Group of rein- 
surance companies as an executive assiSt- 
ant on September 1, 


it is announced by 


GERRY H. STORY, JR. 

J. A. Munro, president of the Prudential 
and Hudson and United States manager 
of the Skandia. 

Presently a partner in the Roger 
Clarke Insurance Agency of Fredericks- 
burg, Va., Mr. Story began his insurance 
career in 1944 as a fire examiner at the 
home office of the Aetna Insurance Com- 
pany in Hartford. In 1950 he joined the 
Roger Clarke Agency, becoming a full 
partner in 1953. 

Mr. Story attended Syracuse Uni- 
versity and the Hartford College of In- 
surance of the University of Connecticut. 
He slso completed the Aetna’s agents’ 
training course. During World War II 
he served for two years as an Air Force 
pilot flying B-25’s. 

Leader jin Civic Activities 

Mr. Story has been a leader in civic 
activities, being a past president of the 
F redericksburg Junior Chamber of Com- 
merce, a vice chairman of the area de- 
velopment committee of the Fredericks- 
burg Chamber of Commerce, and chair- 
man of the 1954 Fund Drive of the 
Fredericksburg Community Fund. He 
was the recipient of the 1952 Key Man 
Award of the Fredericksburg Junior 
Chamber of Commerce. 

Prominent in agency circles, Mr. Story 
is currently serving his second term as 
chairman of the fire and allied lines com- 
mittee of the Virginia Association of 
Insurance Agents. He is a past presi- 
dent of the Fredericksburg Association 
of Insurance Agents and a member of 
the property insurance committee of the 
Southern Agents Conference. 

Last month he received the 1954 award 
of the Stock Fire Insurance Field Club 
of Virginia in recognition of “outstand- 
ing contributions to the adv en of 
the insurance industry”. Mr. Story rep- 
resented the Roger ‘C iarke Agency at the 
Insurance Advertising Conference at 
Montauk Point last month when the 
agency received first prize in JAC’s 
“Best Use of Advertising” contest for 
the second consecutive year in Class 4 
bracket (agencies of $100,000 to $250,000 
premium volume). 

Mr. Story is married to the former 
Doris Mellott of Oneonta, N. Y. They 
have one daughter. 

The Prudential, 
together are the 


Skandia and Hudson 
oldest reinsurance 


group in the United States, the Skandia 








Phoenix of London Fire 
Dept. in New England 


W. S. OLDREIVE IS MANAGER 





Home Office Fire Facilities at Boston 
Added to Casualty; Personnel, Rec- 
ords Transferred From N. Y. 


On July 1 the Phoenix of London 
Group extended its departmental opera- 
tions to include fire and allied lines in 
addition to the casualty business from 
its Boston office, at 141 Milk Street, for 
New England States. This is in line 
with the group’s policy of establishing 
home office facilities at strategic centers 
throughout the country. 

Personnel, files and records were 
transferred from the home office in New 
York in advance of the opening date to 
insure continuity of service to agents. 
Establishment of the New England fire 
department recognizes the growth and 
importance of the business in New Eng- 
land. 


Under Direction of Oldreive 


The New England department will 
continue under direction of W. S. Old- 
reive, vice president of the Phoenix In- 
demnity, United Firemen’s, and the Co- 
lumbia of New York, and New England 
manager of the London Guarantee & 
Accident, and the Phoenix Assurance. 
Mr. Oldreive is a native of Malden, 
Mass., where he still resides. 

Following his preparatory and college 
education, he started his insurance ca- 
reer with the Employer's Liability in 
Boston in 1910. He served that group in 
various departments and in production 
work in New England until he joined 
the Phoenix Indemnity in 1926 as New 
England manager. In 1937 he was ap- 
pointed New England manager for the 
London Guarantee & Accident Co., and 
in 1943 became co-manager for the en- 
tire group for New England. In 1946 
he became manager for the group’s en- 
tire operation in New England. 


Alaska Fire and Casualty 
Premiums Rose 24% in 1953 


Premium writings of admitted fire and 
casualty carriers in Alaska showed a 
244% increase in 1953, overcoming the 
drop in volume shown in 1952 and even 
surpassing the $11,383,548 written in 1951. 
Total premiums written by all companies 
were $12,218, 577, which were written at 
a loss ratio of 42% on a paid to written 
basis, compared to the 52% ratio shown 
in 1952. 

Constructive activity is the territory 
continued and spurred the compensation 
and fidelity and surety lines which 
showed increases of $662,000 and $536,000 
respectively. Automobile _ liz ibility pre- 


miums increased nearly $300,000 and 
automobile material damage increased 
$233,000. All other major lines also 


showed increases in volume. Complete 
tables showing the premium and_ loss 
record of each company, as prepared by 
Insurance Commissioner Neil F. Moore. 


Atlantic Names Newman 
Virginia Special Agent 


Frank E. Newman has joined the 
Richmond office of the Atlantic Mutual 
and Centennial, and has been appointed 
special agent in Virginia. Prior to 
joining the Atlantic Companies, Mr. 
Newman served the Phoenix of London 
group in Virginia. He is a graduate of 
Muhlenberg College and a lieutenant in 
the active naval reserve. 

Mr. Newman will serve under the su- 
pervision of Earl C. Thompson, mana- 
ger of the Richmond office of the At- 
lantic Companies. 





having begun business here in 1900. To- 
tal assets of the companies are in ex- 
cess of $24,000,000 with a written pre- 
mium volume for 1953 of over 
$10,000,000. The ar ap under the 
management of J. Munro, have their 
offices at 90 John tiem New York. 
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Inter-Regional 


(Continued from Page 1) 


vate dwelling buildings against “all 
physical loss.” Certain exclusions are 
named, importantly earthquake, flood 


and high water, deterioration, and con- 
tamination including such loss by radio- 
active or fissionable materials. A $50 
deductible applies except to certain spe- 
cified perils, being principally fire and 
those of the extended coverage endorse- 
ment, and may be waived at a rate in- 
crease of .05 subject to a minimum addi- 
tional premium for waiving the deduc- 
tible of $50 per policy regardless of term. 


Replacement Cost Coverage 


Coverage on a replacement cost basis 
without deduction for depreciation is 
provided on building structures if cost 
of repair or replacement is less than 
$1,000 and less than 5% of the whole 
amount of insurance, or if insurance 
carried is 80% or more of the full re- 
placement cost of the building. A new 
feature, applicable if the insurance 
amount is less than 80% of replacement 
cost of the building, pays that propor- 


tion of replacement cost which the 
whole amount of insurance bears to 80% 
of the fuil replacement cost of the 
building. 


Extensions of coverage apply to pri- 
vate structures on the premises, trees, 
shrubs and plants and to rental value 
and additional living expenses. Thirty 
days off-premises cover is also provided 
for property removed for preservation 
or for repair after loss. 

Inter-Regional Insurance Conference 
is recommending a minimum premium of 
$50 per policy under this new “all physi- 
cal loss” form, regardless of the term 
for which the policy is written. 

Sections 4 and 5 of the policy dealing 
with definitions and extensions of cov- 
erage are given herewith: 

Section IV 


DEFINITIONS: 


A. Dwelling: A Dwelling shall mean any 
building including additions in contact there- 
with, occupied principally for dwelling house 


purposes; also, if the property of the owner of 
the described dwelling and when not otherwise 
covered, building 
door equipment, all 
of the premises and while located 
thereon; also, materials and supplies located on 


fixtures and 
pertaining to the 


equipment, out- 
service 


described 


the described premises or adjacent thereto, in- 
tended for use in construction, alteration, or 
repair of structures covered hereunder. 

B. Private Structures: Private Structures shall 
mean those appertaining to the described prem- 
ises and located thereon but not structures used 
in whole or in part for commercial, manufac- 
turing, or farming purposes, nor any structures 


(except structures used principally for private 


garage purposes) which are wholly rented or 
leased to other than a tenant of the main 
dwelling covered hereunder. 

C. Rental Values: Rental Value shall mean, 


in the event of damage or destruction of the 
described property by any peril 
under, the fair Rental Value of the building(s) 
or parts thereof, as furnished and equipped by 
the owner, and whether rented or not. Loss of 
Rental Value shall be computed for the period 
of time, following loss, which would be required 


insured here- 


with the exercise of due diligence and dispatch, 
and not limited by the expiration date of this 
policy, to restore the property to a tenantable 
condition, less such charges and expenses as do 
not continue. 

This Company shall also be liable for the 
actual loss of Rental Value, during the period 
of time, not exceeding two weeks, while access 
to the described premises is prohibited by order 
of civil authority, but only when such order is 
given as a direct result of damage to neighbor- 


ing premises by a peril insured under this 
policy. 

D. Additional Living Expense: Additional 
Living Expense shall mean, in the event of 


damage or destruction of the described property 
by any peril insured against, the necessary in- 
crease in living expense incurred by the In- 
sured in order to continue as nearly as practic- 
able the normal standard of living of the In- 
sured’s household for the applicable period de- 
scribed in (1) or (2) and not limited by the 


date of this time 


(1) the 
required, with the exercise of due diligence and 
dispatch, to repair or replace the damaged or 


expiration policy; 


(2) the time required for 
settled in 


destroyed property; 
the Insured’s household 
any permanent quarters, 
This Company shall 
necessary increase in living expense, during the 
period of time, not exceeding two weeks, while 
access to the described premises is prohibited by 
authority, but such 
as a direct 


to become 


also be liable for the 


only when 
damage 


order of civil 
order is given 
to neighboring premises by a peril insured un- 
der this policy. 


result of 


Section V 
EXTENSIONS OF COVERAGE: 

A. Private Structures: The insured may ap- 
ply up to ten per cent (10%) of the amount of 
dwelling 
Private Struc- 


insurance specified for the principal 
item under this policy to cover 
tures against loss by any peril insured against. 

B. Trees, Shrubs, Plants and The 
Insured may apply up to five per cent (5%) of 
the amount of insurance specified for the prin- 


Lawns: 


cipal dwelling item under this policy to cover 
Trees, Shrubs and Plants grown 
for commercial purposes) against loss by 
Lightning, Smoke (except smoke from agricul- 


(except those 


Fire, 


tural smudging or industrial operations), Wind- 
storm, Hail, Explosion, Riot, Riot Attending a 
Strike, Civil Aircraft, Falling Ob- 
jects, Vehicle (except vehicles operated by an 
occupant of the described premises), Total or 
Partial Collapse of a building, Vandalism and 
Mischief, and Burglars 


Commotion, 


Malicious Damage by 
(except with respect to property taken from the 
premises), but this Company shall not be liable 
for more than two hundred and fifty 
($250) on any one tree, shrub, or plant. 

The insurance 
dwelling item under this policy shall also apply 
to lawns but 


dollars 


specified for the principal 


only against loss by the perils 
named in the preceding paragraph. 

C. Rental Value and Additional 
pense: The Insured may apply up to ten per 
cent (10%) of the amount of insurance speci- 


fied for the principal dwelling item under this 


Living Ex- 


policy to cover loss (where such loss is by any 
peril insured against) of both (1) Rental Value 


of the described building(s) with respect to 


any portion thereof not occupied by the In- 
sured and (2) Additional Living Expense with 
respect to any portion of the described build- 
ing(s) occupied by the Insured, but not to ex- 
ceed said ten per cent (10%) for both (1) and 
(2) in the aggregate. 

D. Debris Removal: 
policy that this expenses in- 
curred in the removal of all debris of the prop- 
erty covered hereunder which 
sioned by loss caused by any of the perils in- 
sured against in this policy. 


It is a condition of this 
insurance covers 
may be occa- 
However, the total 
liability under this policy for both loss to prop- 
erty and removal of debris shall not exceed the 
amount of insurance applying under this policy 
to the property damaged or destroyed. 

E. Off Premises Coverage: This policy is ex- 
tended to cover pro rata for thirty days at each 
proper place to which any of the property cov- 
ered hereunder shall be necessarily removed for 
preservation from or for repair of damage in- 
sured hereunder. 

Coverage: As 


F. Replacement Cost 


building structures— 


respects 


(1) In the event of 
under this 


loss to a building cov- 
ered policy, when the full cost of 
repair or replacement is both (a) less than One 
Thousand Dollars ($1,000), and (b) less than 
five per cent (5%) of the whole amount of in- 
surance applicable to such building for the peril 
causing the loss, the coverage of this policy is 
extended to include the cost of repair or replace- 
ment (whichever is the smaller) without deduc- 
tion for depreciation. 

(2) If at the time of loss the whole amount 
of insurance applicable to said building for the 
peril causing the loss is less than eighty per 
cent (80%) of the full replacement cost of such 
building; this Company’s liability for loss under 
this policy shall larger of the 
following amounts: (a) 


not exceed the 
or (b)— 
(a) The actual cash value of the damaged 
or destroyed building; 

(b) That proportion of the full replacement 


cost of the damaged or destroyed building 


which the whole amount of insurance appli- 
cable to said building for the peril causing 
the loss bears to eighty per cent (80%) of the 
full replacement cost of such building. 


(3) If at the time of loss the whole amount 
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of insurance applicable to said building for the 
peril causing the loss is eighty per cent (80%) 
or more of the full replacement cost of such 
building, the coverage of this policy applicable 
to such building is extended to include the full 
cost of repair or replacement (whichever is the 
smaller) without deduction 
The 


under this policy in 


for depreciation. 


Insured may elect first to make claim 


accordance with its terms 
Extension of 


make 


disregarding this 
Insured 
claim for any additional 


and_ conditions, 
further 
liability brought about 


Coverage, and the may 


by this Extension of Coverage in accordance 
with its terms, conditions and limitations. 


This 
policy 


Company’s liability for loss under thi 


Extension of Coverage 
smallest of the 


(b), or (c) 


including this 


shall not exceed the following 


amounts: (a), 

(a) The amount of this policy applicable to 

the damaged or destroyed building(s) ; 

(b) The replacement cost of the building(s) 
or any part thereof identical with such build- 
ing(s) on the same premises and intended for 
the same occupancy and use; 

(c) The amount actually and necessarily ex 
build 
intended for the 


pended in repairing or replacing said 


ing(s) or any part thereof 


same occupancy and use. 


It is a condition of this policy that in the 


event the Insured elects to apply the optional 


Extensions of Coverage herein, this Company 


shall not be liable for a greater proportion of 


any loss than would have been the case if al! 


policies covering the described property con 


tained identical optional provisions and simila 
election were made under all policies. 


New Service Fire, CIT 
Building in Yonkers 


Ground-breaking ceremonies were held 
June 25 in Yonkers, N. Y., for a new 
$300,000 building to house the regional 
accounting division of Universal C.1.T 


Credit Corp. and the local office of 
Service Fire Insurance Co. The new 
building will be located at 317 South 


Broadway and is expected to be occu 
pied in October under a long-term lease. 
It will be a two-story brick structure, 
with modern all-glass front. Floor space 


will be 18,000 feet. 
Service Fire and Universal C.1.T. are 
subsidiaries of C.I.T. Financial Corp. 


Both have occupied offices in Yonkers 
at 45 South Broadway since 1946. 

Service Fire conducts claims and un- 
derwriting operations, plus a school for 
insurance adjusters in Yonkers. All 
these activities, plus the U.C.L.T. ac- 
counting control office, will be moved 
to the new location. 


Canning, Fire, Marine Mgr. 


For American-Associated 
Edward J. Canning has been appointed 
fire and marine manager for American- 
Associated Insurance Companies at Cin- 
cinnati. 

Mr. Canning is a native of Ohio and 
attended the University of Cincinnati. He 
began his fire insurance career in 1947 
as a special agent for the America Fore 
Group at Cincinnati following five years 
in the Army. He was transferred to the 
Indiana territory in 1950 and in 1951 
joined Fireman’s Fund as a special agent 
at Cincinnati. Later he served at the 
company’s Columbus office. 


WM. R. BULLOCH DIES 

City Councillor William Ross Bulloch, 
former member of the Quebec Legisla- 
tive Assembly, died June 18, at his home 
in Montreal. He was 70 years of age. 
A prominent insurance broker, he was 
president of Bulloch and Baxter, Ltd., 
a company he formed in 1931 after a 
long association with the London Guar- 
antee & Accident. 

He entered insurance in 1919 and be- 
came branch mananger for the Province 
of Quebec in 1922. 


FIREMAN’S FUND DIVIDEND 

The Fireman’s Fund of San Francisco 
has declared a quarterly dividend of 45 
cents a share, payable July 15, to stock- 
holders of record June 30. 








July 2, 1954 
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Under Standard Mortgagee Clause 


Provisions of Standard Mortgagee Clause and Protection 
Granted Under It; Distinction Between That Clause and 
Loss Payable Clause; Review of Court Decisions 


By Georce I. Gross 
Powers, faa & Berger 


New York 


PART II 
There are two possible methods of 
insuring the mortgagee’s interest under 
the mortgagor’s policy. One is under 
what is commonly referred to as the 
Standard Mortgagee Clause (in its early 


history called the Union Mortgage 
Clause) and the other under what is 
commonly called the Loss Payable 
Clause. Each of these clauses is strictly 


standardized in the state of New York 
in the sense that it is approved in form 
by the Superintendent of Insurance, and 
no other form covering substantially 
the same agreement can be used. 

The New York Standard Loss Payable 


Clause reads as follows: 
Loss Payable Clause 
“Loss, if any, due to the insured under all 


this policy, to be 


as interest may 


the terms and conditions of 


Ee eer ery ree roy rey 
appear.” 

The New York Standard 
Clause reads as follows: 
New York Standard Mortgagee Clause 

For Use in Connection With First 

Mortgage Interest in Real Estate 


Mortgagee 


“Loss, or damage, if any, under this policy 
ee eee O8 insnvee cone adeawases 
mortgagee (or trustee), as interest may appear, 
and this insurance, as to the interest of the 


shall not 


neglect of the 


mortgagee (or trustee) only therein, 


be invalidated by any act or 


mortgagor or owner of the within described 


property, nor by any foreclosure or other pro- 


ceedings or notice of sale relating to the prop- 


erty, nor by any change in the title or owner- 


nor by the occupation of 
hazardous than 
that in 


neglect to 


ship of the property, 
the premises for purposes more 
provided, 


shall 
this 


are permitted by this policy; 


case the mortgagor or owner 


premium due under policy, the 


trustee) 


pay any 


mortgagee (or shall, on demand, pay 
the same. 
that the (or trus- 


this company of any 


“Provided, also, mortgagee 
tee) 
of ownership or 


shall 


mortgagee (or 


shall notify change 
increase of 


knowledge of 


occupancy or 


hazard which come to the 


said 
mitteed by 


trustee), and unless per- 
it shall be noted thereon 


trustee) 


this policy, 


and the mortgagee (or shall, on de- 


the premium for such increased haz- 
otherwise 


mand, pay 


ard for the term of the use thereof; 
this policy shall be null and void. 
“This right to 


this policy at 


company reserves the cancel 


any time as provided by its terms, 
case this policy shall continue in 
benefit only of the 


(or trustee) for ten 


but in such 


force for the mortgagee 


days after notice to the 
(or trustee) of such cancellation and 


shall 
this 


mortgagee 


shall then cease, and this company have 


the right, on like notice, to cancel agree- 


ment. 


“Whengver this company shall pay the mort- 


gagee (or trustee) any sum for loss or damage 


under this policy and shall claim that, as to the 


mortgagor or owner, no liability therefor ex- 


isted, this company shall, to the extent of such 
payment, be thereupon legally subrogated to 
all the rights of the party to whom such pay- 


all securities held as 
may, at its 
mortgagee (or trustee) the 
grow due on the 


ment shall be made, under 


collateral to the mortgage debt, or 
pay to the 
principal due or to 
and shall thereupon re- 


option, 
whole 
mortgage with interest, 
a full 
and of all 
shall 
trustee) to 


ceive assignment and transfer of the 
such other securities; but 
right of the 
recover the full 


claim.” 


mortgage 
no subrogation impair the 


mortgagee (or 


amount of 
May Not Be Read Into Policy 


Let it be made clear at this point that 





City 


the Standard Mortgagee Clause may not 
be read into a policy of insurance by 
implication. The Court of Appeals in 
the Hessian Hills Country Club case, 
said in point: 

“The only agreement in writing which 
has been added is the agreement that 
loss should be payable to the mortgagee 
as interest may appear. The parties are 
free to determine whether other agree- 
ment should be made. They have not 
done so in this case, and therefore, the 
standard mortgage rider cannot be read 
by implication into the policy.” 

Accordingly, the mere fact that Sec- 
tion 254 (4) of the Real Property Law 
construes a covenant to insure as an 
agreement, among other things, to in- 


sure the mortgagee’s interest under a 
Standard Mortgagee Clause, does not 
mean that such clause will be read by 


implication into the policy of insurance 
which the mortgagor procures. It may 
be that by inadvertence the mortgagor, 
in arranging for insurance, does not in- 
form the insurance company that he 
desires a Standard Mortgagee Clause 
protecting the mortgagee’s interest and 
that this inadvertence escapes the mort- 
gagee’s attention; or it may be that the 
mortgagor has a Loss Payable Clause 
attached to the policy rather than a 
Standard Mortgagee Clause, and again 
this fact escapes the notice of the mort- 
gagee. 

The policy will stand as written unless 
it can be proved that the policy as is- 
sued did not represent the actual under- 

standing arrived at between the insur- 
ance company and the insured, in which 
case the policy may be reformed to ex- 
press the actual understanding. 

As to the mortgagee, there is, of 
course, a vast difference between being 
protected under the mortgagor’s policy 
by way of a Standard Mortgagee Clause 
as distinguished from a Loss Payable 
Clause. It is well settled that under a 
simple Loss Payable Clause the mort- 
gagee is a mere appointee of the mort- 
gagor with respect to the loss proceeds; 
that no independent contract between 
the mortgagee and the insurance com- 
pany is thus created; and that the mort- 
gagee is subject to all of the defenses 
which the insurance company may have 
against the mortgagor in connection 
with the policy. 


Distinction Between Clauses 


In one of the leading cases on this 
subject, Syndicate Insurance Co. v. 
Bohn, decided by the U. S. Circuit Court 
of Appeals in 1894, the court makes the 
following graphic comment on the dis- 


tinction between the two types of 
clauses: 
“. . . We all know that 20 years ago 


a contract between a mortgagee and an 
insurance company, like that before us 
(referring to the early form of standard 
mortgagee clause) was novel and rare. 
At that time the customary method of 
indemnifying the mortgagee against loss 
by fire was to endorse upon the policy 


the words, ‘Loss, if any, payable to 
aoa. mortgagee, as his interest may 
appear,’ or words of similar import. 


“Today such an endorsement is rare, 
and a contract similar to the mortgage 
clause before us is in general use. Why 
this change? The reason is not far to 
seek. The old endorsement made the 
mortgagee a simple appointee of the 
mortgagor, and put his indemnity at 








the risk of every act or neglect of the 
mortgagor that would avoid the original 
policy in his hands. 

“Indemnity so precarious, so liable to 
be destroyed by the ignorance, careless- 
ness, or fraud of the mortgagors, was 
not satisfactory to the mortgagees; and 
they proceeded to make contracts with 
the insurance companies similar to that 
before us, for the purpose of securing 
indemnity to their interests that should 
not be affected by any act or negligence 
of the mortgagors.” 


Independent Contract 

It is also now well settled, on the 
other hand, that the Standard Mort- 
gagee Clause creates an independent 
contract between the insurance company 
and the mortgagee, under which the 
mortgagee’s interest in the insurance is 
not affected by forfeiture of the policy 
resulting from any act or neglect on 
the part of the mortgagor. 

One of the first cases ennunciating 
this principle is Hasting v. Westchester 
Fire Insurance Co., decided by the 
Court of Appeals in 1878, in which the 
court said that the mortgagee clause 
constituted “an independent agreement 
partaking in no sense of the character 
of an assignment of a policy of insur- 
ance, but one in which the mortgagees 
were recognized as a separate party, 
having distinct rights, and entitled to 
receive the full amount of the insurance 
money, without any regard whatever to 
the owner of the property.” 

In one of the most recent cases on 
this subject, Syracuse Savings Bank v. 
Yorkshire Insurance Co., decided in 
1950, the Court of Appeals of New York 
said: 

“It is well settled in this and most 
other states that a clause in a standard 
form policy creates an independent in- 
surance of the mortgagee’s interest just 
as if he had received a separate policy 
from the company but without any in- 
consistent or repugnant conditions im- 
posed upon the owner and free from in- 
validation by the latter’s ‘act or neg- 
lect” 

Mortgagee Must Take Care 

I can not understand why any mort- 
gagee would permit his mortgage inter- 
est to be insured under the simple loss 
payable clause, but we have encountered 
a number of such cases in our loss work. 
Undoubtedly, the great majority of these 
situations arise as a result of mistake, 
inadvertence or lack of knowledge on 
the part of the mortgagor and/or mort- 
gagee, but they apparently occur fre- 
quently enough to warrant careful sur- 
veillance on the part of every mort- 
gagee to make sure that his interest is 
covered under a standard mortgagee 
clause. 

The simple loss payable clause does, 
of course, have its uses in connection 
with cases where the insured desires 
or is requested to secure general credi- 
tors by assigning loss proceeds under 
his policies to the extent of the indebt- 
edness, but as indicated above, the 
mortgagee of real property stands in a 
preferred position and should, in order 
to fully protect his mortgage interest, 
insist upon the use of the standard 
mortgagee clause. 

Extent of Protection 

Now we come to the question as to 
the extent of protection which the 
standard mortgagee clause gives to the 
mortgagee. As indicated, the courts have 
held that it creates an independent con- 
tract between the insurance company 
and the mortgagee, and by its very 
terms it provides that the insurance as 
to the mortgagee shall not be invali- 
dated by any act or neglect of the mort- 
gagor or the owner, nor by any foreclo- 
sure or other proceedings or notice of 
sale relating to the property, nor by 
any change in the title or ownership of 
the property, nor by the occupation of 
the premises for purposes more hazar- 
dous than are permitted by the policy. 

It would, therefore, appear that any 
provisions of the policy which are in- 
consistent with this concept of the mort- 
gagee’s rights as expressed in the mort- 
gagee clause are ineffective and inap- 
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plicable so far as he is concerned; but, 
on the other hand, all of the provisions 
in the policy which from their nature 
would properly apply to the case of the 
insurance of the mortgagee’s interest 
are regarded as forming a part of the 
contract with him. 

This was commented upon by the New 
York Court of Appeals in the early case 
of Eddy v. London Assurance Corpora- 
tion in 1894, when the Court of Appeals 
said as follows: 


Court of Appeals Decision 


“Force must be given to this positive 
language of the contract, and no act or 
neglect of the owner can be permitted 
to invalidate, . impair or weaken... 
the validity of the agreement for the 
full amount named in the policy. By 
taking the insurance in the manner the 
mortgagee herein did, instead of taking 
out a separate policy, all the provisions 
in the policy, which from their nature 
would properly apply to the case of an 
insurance of the mortgagee’s interest, 
would be regarded as forming part of 
the contract with him, while those pro- 
visions which antagonize or impair the 
force of the particular and specific pro- 
visions contained in the clause providing 
for the insurance of the mortgagee, 
must be regarded as ineffective and in- 
applicable to the case of the mortgagee.” 

At this point it will be helpful to dis- 
cuss a few of the general situations in 
which the mortgagee’s rights under the 
Standard Mortgagee Clause have been 
adjudicated by the courts. These will 
suffice to indicate the general scope of 
the protection afforded the mortgagee 
under the Standard Mortgagee Clause. 

It is universally recognized by the 
courts that any breach of forfeiture by 
the owner occurring subsequent to the 
issuance of the policy with the Standard 
Mortgagee Clause attached thereto will 
not affect the mortgagee’s rights. Thus, 
any breach of warranty, increase of haz- 
ard, or fraud on the part of the insured 
to which the mortgagee did not con- 
tribute and of which he had no knowl- 
edge, will not render the policy void as 
to him. Some of the leading cases on 
this point involve situations where the 
policy was forfeited as to the mortgagor 
by some act on his part following a loss. 


Protection for Mortgagee 


The protection of the mortgagee’s in- 
terest under the Standard Mortgagee 
Clause may extend further, however, to 
cases in which the policy becomes in- 
valid as to the owner at the inception 
of the policy due to some pre-existing 
breach of the policy conditions on the 
part of the insured. 

For example, in the Goldstein v. Na- 
tional Liberty Insurance Co., case, de- 
cided by the New York Court of Ap- 
peals in 1931, the insurance company 
defended an action to recover for a fire 
loss brought by the mortgagee under 
the Standard Mortgagee Clause, on the 
ground that the interest of the insured 
was other than that of unconditional 
and sole ownership, and, further, that 
the buildings were not in the course 
of construction as described in the 
policy in that the construction work had 
been abandoned for a period of five 
months before the policy was issued. 

Title in the insured property was in 
the name of one Abraham B. Schlowsky, 
whereas the policy named the insured 
as A. B. Schlowsky, Inc. The insurance 
company contended that the policy was 
invalid in its inception and that there- 
fore the mortgagee could have no rights 
under it. 

The court held, however, that as a 
matter of law the Standard Mortgagee 
Clause created an independent contract 
for the separate benefit of the mort- 
gagee, which was valid and enforceable 
at its inception as to the mortgagee, and 
that as to him it would continue valid 
until voided by some act or neglect of 
his own. The following language of the 
Court of Appeals clearly illustrates the 
ridge of its thinking. The Court 
said: 


Acts of Neglect by Mortgagor 
“Here we have, on the contrary, acts 





or neglects of the owner of the prop- 
erty, first, in taking out the insurance 
in the corporate name instead of his 
own name, and secondly, in describing 
the premises as ‘in course of construc- 
tion.’ These acts or neglects, if they are 
breaches of warranty as to him, come 
clearly within the language of the mort- 
gagee clause. If we were to add to the 
words of the clause the further words, 
‘subsequent to the issuance of the 
policy’ we would be limiting its terms 
by construction without justification or 
excuse.” 

There is some doubt, however, whether 
the mortgagee will be protected against 
all acts of forfeiture by the mortgagor 
committed at the inception of the policy. 
In the case of Graham v. Firemen’s In- 
surance Co., decided by the Court of 
Appeals in 1881, the court held that a 
misrepresentation by the agent of the 
owner of the property (the latter being 
an infant three years old), to the effect 
that the owner was “the widow of Cap- 
tain Jack, of Brooklyn,” voided the 
policy not only as to the insured owner 
but as to the mortgagee whose interest 
was insured under the Standard Mort- 
gagee Clause. The court said in point: 

“The claim that the condition of the 
policy in question had no_ relevancy 
when the special mortgage clause at- 
tached to the policy is considered, and 





that the plaintiff was relieved thereby 
from such condition, and that it super- 
seded the same, is not, we think, well 
founded. This clause provides that the 
interest of the mortgagee shall not be 
invalidated by any act or neglect of the 
mortgagor or owner of the property, 
and it clearly contemplated a case where 
the owner could act or could neglect, 
and not a case where the policy was is- 
sued in the name of an infant, who, by 
reason of its incapacity, could not fur- 
nish any protection to the company 
whatever. 

“A policy obtained through misrepre- 
sentation as to the owner cannot fairly 
be considered as embraced within the 
meaning of the clause referred to, nor 
can such misrepresentation be regarded 
of itself as an act or neglect within the 
terms of the policy.” 

Citizens State Bank Case 

While the Graham decision is an old 
one, there is no indication that it was 
intended to be overruled by the later 
decision in the Goldstein case, or by any 
other subsequent decision of the Court 
of Appeals. There is some doubt in my 
mind whether the decision in the Gra- 
ham case stands for the general proposi- 
tion that forfeiture at the inception of 
the policy, by reason of misrepresenta- 
tion on the part of the insured mort- 
gagor in applying for the policy, will 
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render the policy void both as to the 
mortgagor and the mortgagee under the 
Standard Mortgagee Clause, or whether 
the decision was based solely upon the 
facts of that particular case involving as 
it did an infant owner three years of 
age. 

There is indication in the 
State Bank case, discussed 
point, that the U. S. Court of 
would have held that the mortgagor’s 
misrepresentation in applying for the 
policy would not have bound the mort- 
gagee if the latter had not known of the 
misrepresentation. 

(To be 


Citizens 
another 
Appeals 


Continued) 


KANSAS CITY PROMOTIONS 


Hal Kennedy Named Vice President 
and Alfred J. Hoffman, Assistant 
Secretary; Semi-Annual Dividend 

Election of two new officers of the 
Kansas City Fire and Marine is an- 
nounced by Morton T. Jones, president. 

Hal Kennedy, who has held the title 
of assistant secretary-treasurer for nine 
years, was elevated to vice president. 
He is manager of the company’s invest- 
ment department and director of its ad- 
vertising and public relations, also hold- 
ing the latter post with the company’s 
affiliated insurance agency, R. B. Jones 
& Sons, Inc. 

Mr. Kennedy is vice president of the 
Kansas City Society of en Ana- 
lysts and a director of the National Fed- 
eration of Financial Analysts Societies. 
He is also a member of the Insurance 
Advertising Conference and the Kansas 
City Press Club. 

Alfred J. Hoffman, company’s claims 
attorney since 1950, is elected an 
sistant secretary. Prior to his employ- 
ment with the company, he was assistant 
resident attorney with the Prudential 
Insurance Co. in Kansas City. 

The directors also declared the semi- 


as- 


annual dividend of 50 cents a_ share, 
payable June 30 to stockholders of rec- 
ord on June 21. 


Kemp S. Dargan Dies at 71 

Kemp S. Dargan, prominent Texas in- 
surance man and partner in the firm 
of Cravens, Dargan & Co., insurance 
managers, died Thursday, June 24, at his 


home in Houston. He had undergone a 
major operation about a month ago and 
had not recovered. 

Mr. Dargan began his insurance ca- 
reer nearly 60 years ago in his father’s 
local agency at Paris, Tex. He lived to 
become a partner in one of the largest 


insurance managerial organizations in 


this country. He was born in Paris 
on May 19, 1883, . son of K.S. Dargan 
and nephew of J. T. Dargan, one of the 


original partners ‘ the Dallas general 
agency of Dargan & Trezevant and now 
known as Trezevant & Cochran. 


Lloyd’s of North America 


Admits Insolvency in Texas 
Ralph W. Hammonds, president of 
Lloyds of North America, admitted in- 


solvency in a district court in Austin, 
Tex., recently, resulting in an order for 
permanent receivership. This was the 


unexpected ending to a lawsuit, which 
may still have repercussions in Texas 
politics during the coming summer as a 
result of numerous out-of-court state- 
ments. 

The agreement calls for the state 
liquidator to take over all property of 
the company along with that of the 
Motor Club of North America and the 
Trust Co. of North America. 


ALLSTATE FIRE RATES IN KY. 

The Kentucky Insurance Department 
has approved the fire insurance rate 
filings of Allstate Insurance Co. The 
rates provide Kentucky homeowners 
with an average savings of 20% below 
bureau rates. Coverage will also be writ- 


ten on farm dwellings but not on other 
farm buildings. 
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NAIA LEADERS TO MEET 
Executive Committee Gathering in New 
York July 11-13 to Consider Com- 
missions and Other Subjects 

A progress report of the special com- 
mittee on automobile insurance — by 
Chairman Joseph A. Neumann, New 
York City, will highlight the meeting 
of the executive committee of the Na- 
tional Association of Insurance Agents 
scheduled for July 11-13, at the Hotel 
Roosevelt in New York City. 

Mr. Neumann, who is also chairman 
of the executive committee, has an- 
nounced that Robert Maxwell, executive 
committeeman from Texarkana, Ark.- 
Tex., will deliver a report on producers’ 
commissions on workmen’s compensa- 
tion assigned risks. 

In addition to other important topics 
to be discussed by the committee, there 
will be a report of the NAIA Washing- 
ton office and a review of the proposed 
program for the annual convention set 
for October 4-7 in Chicago. 

Participating in the meeting, in addi- 
tion to Mr. Neumann and Mr. Maxwell, 
will be President E. J. Seymour, Mon- 
roe, La.; Robert E. Battles, Los An- 
geles; Ralph D. Callister, Salt Lake 
City; Arthur M. O’Connell, Cincinnati; 
Kenneth Ross, Arkansas City, Kan., and 
Louie E. Woodbury, Jr., Wilmington, 
N.C. 

Also present will be Harry T. Minister, 
Columbus, Ohio, chairman of the NAIA 
finance committee, and John F. Neville, 
executive secretary-general counsel of 
the National Association. 


Noah New Secretary of 
Missouri Agents’ Assn. 


Headquarters of the Missouri Asso- 
ciation of Insurance Agents is being 
moved from St. Louis to Jefferson City, 
Mo., effective on July 10, and Terry D. 
Noah at that time will succeed B. G. 
Gregory of St. Louis as the executive 
secretary of the state association. 

Mr. Gregory, who also is the manager 
of the Insurance Board of St. Louis, will 
in the future devote his entire time to 
the affairs of that local board of insur- 
ance agents, which is affiliated with 
both the MAIA and NAIA. 

Mr. Noah, a former teacher, 
since January, 1954, has been serving as 
assistant executive secretary of the state 
association, devoting most of his time to 
traveling throughout Missouri seeking 
new members of the organization and 
assisting in the formation of local 
boards. He will make his headquarters 
in Jefferson City and reside there. 

Mr. Gregory has been serving as the 
executive secretary of the Missouri As- 
sociation since August, 1944. Officials 
of the Insurance Board of St. Louis, in 
the interest of building up a stronger 
State association, had consented to per- 
mit Mr. Gregory to devote part of his 
time to the work of the Missouri asso- 
ciation. 


school 


BLAIR COUNTY WOMEN MEET 

The Insurance Women of Blair Coun- 
ty, Pa, held their June meeting at the 
Penn- Alto Hotel, Altoona, Pa. Jean 
Prough, president, presided over the 
business session. Plans for summer out- 


ings were discussed. 


WESTERN CONFERENCE HELD 


Agents and Company Men in Get- 
Together to Discuss Midwest Terri- 
torial Matters; About 60 Present 
About 60 agents and company men 
took part Tuesday in the annual get- 
together of the conference committee 
of the Midwest Territorial Conference 
of the National Association of Insurance 
Agents with company executives respon- 

sible for Western operations. 

This year the company men appeared 
under the banner officially of the West- 
ern Actuarial Bureau and Kent H. 
Parker, the new WAB general manager, 
occupied the key position on the com- 
pany side. 

J. L. Ashton of Milwaukee was the 
agents’ chairman and the agents were 
hosts at the luncheon, so the company 
group ate high on the hog. 

P. S. Beebe of the Hartford Fire, 
chairman of the executive committee of 
the WAB, deferred in the ceremonies 
to E. A. Henne of the America Fore 
Group, who for many years previously 
had been the company chieftain. 

Easterners present included Leonard 
Peterson, executive vice president of 
the Home, who is president of the 
Western Underwriters Association, and 
George V. Whitford, vice president of 
the Fire Association of Philadelphia. 


Pa. Agents to Meet in 
Philadelphia Sept. 12-14 


The Pennsylvania Association of In- 
surance Agents will hold its 65th annual 
convention on September 12-14 at the 
Bellevue-Stratford Hotel in  Philadel- 
phia. 


F. T. UNDERWOOD DIES 
Fren T. Underwood, 54, owner of the 
Fren T. Underwood, Inc., insurance 
agency, Toledo, Ohio, died June 21. He 
was born in Van Wert, O., and was 
graduated from Miami University before 
going to Toledo 30 years ago. 


AFIA Production Supt. 


In Brokerage Department 


Maurey Garber 


WALTER WESTLING 


Walter Westling has been promoted 
to the post of superintendent of produc- 
tion in the brokerage department, ac- 
cording to Harrington J. Putnam, assis- 
tant general manager of the American 
Foreign Insurance’ Association. Mr. 
Westling has had over 35 years of domes- 
tic and overseas insurance experience, 
of which the last eight years have been 
with AFIA. 

Mr. Westling now heads a group of 
eight men in AFIA’s brokerage depart- 
ment who are daily contacting brokers, 
quoting rates, explaining complex regu- 
lations in out-of-the-way places all over 
the world. 


Butt Heads Chemung Agents 

Milton E. Butt was elected president 
of the Chemung County Association of 
Insurance Agents at a meeting at the 
Mark Twain Hotel, Elmira, N. Y. He 
succeeds Charles H. Goodyear, Jr. Other 
officers include vice president, James E. 
Swartwood; treasurer, Theodore R. 
Murdock, Jr., and secretary, Herbert 
Epstein. 

Mr. Goodyear was named to the board 
of directors for three years, James W. 
Kellogg, Jr., for two years and Robert 
L. Henbest for one year. 
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CREDITS, COLLECTION SYSTEM 
Provided by the Security-Connecticut 
Group; Signs Show Money Is Get- 
ting Tighter at Present Time 
A complete and easily-used credit and 
collection system for local agents is 
given in the new issue of the quarterly 
Agency Sales Bulletin published July 1 
by the Security-Connecticut Insurance 

Companies of New Haven. 

In introducing the subject the copy- 
righted bulletin says: “If your agency 
doesn’t have a sound and standardized 
system on payments and credit then, as 
sure as anything can be, one day you'll 
have serious collection trouble. And it 
may happen soon. There are definite 
signs that money’s getting tighter. 

“The chances are considerable that 
other businesses in your community are 
watching their payments more closely 
and are less free in granting wide open 
credit to buyers. These buyers may also 
be your clients. It will pay you many 
times over to make sure that you aren’t 
the one left holding the bag, that your 
agency isn’t the creditor left at the end 
of the line—with nothing!” 

Agents are urged to prepare monthly 
statements of financial condition for 
their own protection, and a short 14- 
line statement form is suggested. One 
of the interesting features of this state- 
ment is that it provides for increasingly 
greater discounting of accounts receiv- 
able, over 30 days, the older they are. 

No form letters are suggested in the 
collection system itself; only two simple 
bill stickers are suggested, instead. A 
major feature of collecting renewal pre- 
miums is cycle billing—new to most in- 
surance agencies—whereby renewal poli- 
cies and bills are sent exactly 45 days 
in advance of the actual renewal date. 
Other methods are suggested on new 
business for new clients, and new busi- 
ness for present clients. Several meth- 
ods are provided for taking part pay- 
ment, all of which keep well ahead of 
pro-rata cancellation, and some of which 
include taking notes that can be dis- 
counted at local banks. It also disucsses 
the place of various types of multiple- 
bill systems in the collection picture. 

The four-page bulletin is titled “Do 
You Have a Definite Policy About 
Granting Credit? ... Or Have You a 
Collection Problem?” It ends on a note- 
worthy point, “You haven’t made a sale 
until you’re paid for it!” Free copies 
of the bulletin may be obtained from 
the company. 


Peters State Agent for 


London & Lancashire 

United States Manager Gilbert Kin- 
gan of the London & Lancashire Group, 
has announced advancement of Sam € 
Peters to state agent for Louisiana and 
Mississippi and appointment of Oscar 
Williams and Gaynell Curtis, special 
agents, as his assistants. 

Mr. Williams, who has been with the 
Louisiana Rating and Fire Prevention 
Bureau, will be with Mr. Peters at 712 
Union Street, New Orleans, and will de- 
vote his efforts to production in Louis- 
iana. 

Mr. Curtis, formerly associated with 
a general assembly agency at Jackson, 
will service the company’s agents in 
Mississippi with office at 4219 Oakmont 
Drive, Jackson. 


I. 
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Six Factory Insurance Association 


Veterans Observe Anniversaries 


One hundred and sixty-five years of 
service with the Factory Insurance As- 
sociation were recorded on July 1 when 
a 40th anniversary and five 25th anni- 
versaries were celebrated. 

Walter P. Fay, assistant manager of 
the Eastern regional office, observed his 
40th on that day while J. Germain, 
assistant general manager and manager 
of the ERO; H. G. Butterworth, execu- 
tive assistant; Roger M. L. Russell, as- 
sistant chief engineer; A. T. Anderson, 
special agent, and R. E. Cobb, special 
agent, completed a quarter century of 
service. 

Mr. Fay joined the association in 1914 
following graduation from Worcester 
Polytechnic Institute. In 1919 he was 
transferred to the underwriting depart- 
ment as a supervisor, becoming superin- 
tendent of that department in 1924 
Later he was named executive assistant 
and in 1948 became assistant manager. 


J. H. Germain, H. G. Butterworth 


Mr. Germain joined the FIA as an 
inspector in 1929 after graduation from 
Worcester Polytechnic Institute, ad- 
vanced to special agent in the Philadel- 
phia office and in 1939 was made field 
manager for the Middle States, in 
charge of the Philadelphia office. He 
assumed the position of manager of the 
New York City office in 1940 and was 
made assistant manager of the ERO in 
1945. Three years later he was appointed 
manager and in 1952 took over duties of 
assistant general manager as well. 

Mr. Butterworth, also an alumnus of 
Worcester Tech, went with the associa- 
tion as an inspector in 1929 and traveled 
for several years throughout Pennsyl- 
vania, New York and the New England 
states. In 1931 he was transferred to 
the Hartford office where he became su- 
pervisor in the underwriting department. 
When the FIA’s broadened program de- 
partment was established in 1936 he was 
placed in charge. Due to the increasing 
responsibilities of that department he 
was advanced to executive special agent 
in 1940 and to executive assistant in 
1950. 


Anderson and Cobb 


Mr. Russell, also an inspector when he 
joined the FIA in 1929 after graduation 
from Worcester Tech, traveled through- 
out the south and then was located in 
Buffalo, inspecting and servicing indus- 
trial properties in western New York 
state. In 1940 he was moved to the Hart- 
ford office as an engineer, being named 


Russell, 


special hazards engineer in 1946. In 
1952 he was appointed assistant chief 
engineer. 


A graduate of Worcester Polytechnic 
Institute in 1929, Mr. Anderson joined 
the FIA as an inspector. He was first 
located in Buffalo, and subsequently 
transferred to Rochester where he has 





Charles G. Bulkley Dies 


Charles Griswold Bulkley, 53, special 
agent in western Massachusetts for the 
Springfield Group, died suddenly at his 
home in Longmeadow, Mass., on June 26. 
Mr. Bulkley was associated with the 
Springfield since 1938, acting as special 
agent for central and western Massa- 
chusetts. 

Mr. Bulkley was the son of the late 
George G. Bulkley, president of the 
Springfield. Active in field work, he was 
a past president of the Western Massa- 
chusetts Field Club. 

Mr. Bulkley leaves his wife; a daugh- 
ter, Mrs. Johnathan Bulkley Hsia of 
New Haven, Conn.; three brothers, 
Grant Bulkley, vice president of the 
Springfield; Chester B. Bulkley of Field, 
Eddy & Bulkley, Springfield local agents, 
and James S. Bulkley of Springfield, and 
several nieces and nephews. 





been in charge of the territory for a 
number of years. 

A graduate of Worcester Polytechnic 
Institute in 1929, Mr. Cobb joined the 
FIA as an inspector and was located for 
many years in the Philadelphia office. 
Later he was transferred to the Atlanta 
office and in more recent years has been 


in n charge of the Worcester territory. 


London Assurance Guild 
Holds Annual Dinner 
The ninth annual dinner and meeting 
of the Lon-Man 
organization of the 


Guild, 25-year service 
London Assurance 
Fire and Marine, 
Commodore Hotel in 
June 22. The date 

anniversary of the 
granting of a Royal Charter to the 
London Assurance. 

Brief addresses were made by United 
States Manager Walter Meiss and Ken- 
neth J. Bidwell, assistant manager. The 
meeting was conducted by A. H. Stef- 


and the Manhattan 
was held at the 
New York City, 
marked the 234th 


OHIO FARMERS JOINS IAG 
The Ohio 
Leroy, Ohio, 
bership in the 


Farmers Companies of 
have been elected to mem- 
Interbureau Insurance 
The total 
member company-groups is now 27 and 
the total number individual companies 
is 100 


Advisory Group. number of 





fens, president of the Guild. 

Officers elected for the 1954-1955 term 
are Anne Loughlin, president; Bart 
Rabbitt, vice president; Chauncey M. 
Depew, treasurer, and Gertrude 
secretary. . 


Gates, 
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Words of a Great American 


“You can’t escape the responsibility 
of tomorrow by evading it today.” 


| “WISDOM from the past... 





STRENGTH for the future” 


Great American 


GROUP OF INSURANCE COMPANIES 


Great American + Great American Indemnity - American National 
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Detroit Fire & Marine - Massachusetts Fire & Marine « Rochester American 
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Chapman On How General: Agencies 
May Help Meet Rate Competition 


Ways in which stock companies and 
their producers may successfully meet 
present competition of cut-rate insurers 
were outlined by Vice President Ken- 
neth E. Chapman of the Agricultural 
Insurance Co. of Watertown, N. Y., 
when he spoke before the American 
Association of Managing General 
Agents, recently, at its convention at 
Old Point Comfort, Va. Stating his con- 
viction that owners of up-to-date, 
soundly operated managing general 
agencies need have no fear that their 
business will disappear, Mr. Chapman 
conceded that adaptations must be made 
during an evolutionary process such as 
exists today. 

Local agents, general agents and com- 
panies are interdependent, Mr. Chap- 
man said, and each must accept their 
full share of responsibility in meeting 
these new challenges in competition. 
One of the chief res sponsibilities of the 
companies, he continued, is “to reduce 
their overhead costs to a minimum con- 
sistent with sound management. In 34 
years in this business—I have never 
seen such a cost consciousness as now 
prevails. Every home office is constantly 
and carefully scanning every phase of 
operation with cost control in mind. 
Mapping and recording of risks is be- 
ing reduced and in many lines—elimi- 
nated. Studies of work flow are made to 
reduce clerical costs. Miracle machines 
are used more and more to replace 
manual clerical work. 

“To meet the new competition of 15% 
to 25% rate cuts at present levels, it will 
be necessary for our system to justify 
this cost differential to the buyer, and 
to keep it at a figure lower than the 
value of the services which our agencies 
can give, and the non-agency companies 
cannot give. Every agent, every general 
agent and every company must and will 
cooperate with that objective in mind. 


Responsibilities of General Agent 


“Where does the general agent stand 
in this drive toward lower costs?” Mr. 
Chapman asked. “Your functions are 
economically sound, and I have complete 
confidence that you can and will con- 
tinue to demonstrate that truth. Certain 
responsibilities toward this end rest with 
you. I see the successful managing gen- 
eral agent of the future as one —————? 

“1. Who keeps himself financially 
sound by maintaining a proper surplus 
account, built up in good times to carry 
him through the lower sweep of the 
inevitable economic cycles. 

“2. Who so adjusts his overhead 
costs, that in a recession he can trim 
sail to the wind and keep on course. 
If I might be so bold as to be quite 
specific here—it seems to me desirable 
for a general agent to gear his over-all 
fixed expense, including all salaries, to 
a figure that is within his commission 
income. Good management principles 
seem to indicate that he should not 
depend on a contingent commission to 
carry fixed expenses. The very year or 
years that such an income is needed 
most may be the year that fortune 
frowns—and there is no contingent com- 
mission. Then surplus may be hit, to 
pay operating expenses, and at such 
times surplus may be needed for other 
purposes! 

“3. Who is primarily concerned about 
making a reasonable profit for his com- 
pany, and of course, for himself, 
through his contingent commission. 


Underwriting Practices 


“I presume that general agency good 
underwriting practice would closely re- 
semble home office good underwriting 
practice. In the home office examiners 
are taught that each producer source 
(each agent) should ideally give his 
company a ‘balanced book of business.’ 
By this term is meant: 

“That there is enough premium in- 


come from that agent on good risks in 
profitable classes to more than offset 
the loss expectancy on poorer risks or 
poorer classes and that the size of lines, 
especially on non-preferred business, be 
kept within a reasonable relationship to 
premium income. I believe you under- 
writers are, certainly they should be, 
similarly taught. At times there may be 
a temptation to accept a large line as 
agency accommodation, and to reinsure 
a large part of it in other office com- 
panies. This seems to me a risky prac- 
tice, and contrary to the principle that 
every agent’s business should ‘stand on 
it’s own bottom.’ The occasional occur- 
rence of a large loss on a good risk does 
not disprove the basic truth of this 
principle. 

“Further, I see the successful Man- 
aging General Agent as one: 

“4. Who employes first-rate personnel 
to help attain his objectives, and who 
retains such personnel by proper allo- 
cation of responsibilities and rewards, to 
insure successful continuity. 

“5. Who endeavors by efficient man- 
agement good personnel, and modern 
methods, to take over more of the op- 
erations originally performed by his 
company’s home office. We all have 
heard the term ‘Grip Sack General 
Agent.’ There isn’t one here, I’m glad 
to say—but you know the type I mean. 
If there are any left anywhere—he will 
soon be an extinct species. Our economy 
cannot support him. 


Bordereau Reporting 


“More and more we see the growth 
of a method where the managing gen- 
eral agent performs all underwriting, 
reinsurance, and accounting functions. 
Many of you now do it that way, and it 
is the very ultimate in general agency 
operation. This general agent performs 
every recording, undervriting and rein- 
surance operation. He records such poli- 
cies as the system requires—reinsures 
when reinsurance is called for by his 
company’s line sheet—either in his other 
companies or in the direct company’s 
treaties, procures necessary credit re- 
ports, details and summarizes’ each 
agent’s account and each month sends 
his company a package wrapped up, and 
ready for such remaining statistical 
work as can be done only at home office. 
His responsibility for results is absolute. 
He does it with modern machinery tech- 
nique,” Mr. Chapman said. 


Position of Local Agent 


“What kinds of service does a local 
agent owe his clients? 

“Today an agent’s dwelling business is 
vulnerable to attack by direct or spe- 
cialty writers. To meet such attack— 
would our agent not be wise to build up 
closer personal contacts with his cus- 
tomer—-make them aware that he’s an 
independent business man who is look- 
ing out for their welfare? Shouldn’t he 
point out that some of the cut-rate in- 
surance sellers are paid employes of 
the insurer whose first loyalty is to 
their employer and not to him? 

“We frequently hear talk about the 
advantages and disadvantages of the con- 
tinuous policy. Prominent agency lead- 
ers say that agents should stand firm 
against commission reductions, continu- 
ous policies and direct company billing. 

“Probably no one here will take issue 
with any of these principles. As strong 
supporters of the American Agency 
System, we must agree that continuous 
policies might to some degree affect the 
value of the agents ownership of ex- 
pirations. Naturally he would be grav ely 
concerned over this possibility, and 
would resist such a trend as against his 
best interests. Agency spokesmen state, 
as further objection to continuous poli- 
cies, that the practice would lead to 
more instance of narrow coverages, ob- 
solete forms and inadequate amounts of 





Great American Advances 


Formo and Hoskinson 
Advancements affecting the general 
administrative staff in the Western de- 
partment of Great American under the 
direction of Vice President E. R. San- 
born, have been made. 

Secretary Miles C. Formo Has been 
advanced to the second post in the 
Western department succeeding Vice 
President Billings, who recently as- 
sumed managerial responsibilities of the 
company’s Pacific department. He was 
employed by the Great American in 
1938, became a special agent in Minne- 
sota, and in 1944 assistant manager of 
the farm and hail departments. He 
became a secretary in 1952. 

Assistant Secretary Calvin T. Hoskin- 
son has assumed general duties on the 
administrative staff. For several years 
he was employed as special agent and 
supervisor in Cook County, IIl., for an- 
other company. He joined the Great 
American Group in September, 1951, 
with supervision of Cook County busi- 
ness and was appointed assistant secre- 
tary in April, 1953. 





insurance—that the practice would pro- 
duce a tendency to freeze the business 
in the same insurance company. They 
say that more frequent reexamination 
of the buyer’s insurance needs would re- 
sult from renewing by means of a new 
policy. With none of these points do 
we take any issue. 

“But it has been said that the adop- 
tion of a ‘continuous policy’ would sub- 
stantially reduce expense all along the 
line. If it becomes necessary to meet 
the new competition on a cost basis, 
then operational savings must be ef- 
fected somewhere, in fact at several 
places, and no segment of the business— 
broker, agent, general agent or company 
—can say ‘Take it all out of the other 
fellows.’ We all must take a share of 
this burden, in one way or another. 


Meeting Competition 


“How can we meet this cost competi- 
tion? 

“1, Let all of us who have common 
interest in the American Agency Sys- 
tem—general agents, companies and 
most important—the local agents—be- 
come more selective in our underwrit- 
ing; and the local agent is the key man 
in this idea. 

“2, Let agency companies, by further 
promotion of good—saleable—package 
policies and by first-rate agency service 
—try to obtain a larger share of the 
public’s sales dollar and I believe the 
agents should recognize that such poli- 
cies can not stand the top commission 
rates. 

“3. Let all of us in the industry coop- 
erate in keeping the expense portion of 
the premium dollar to a minimum. As 
the amount of the policy unit premium 
increases, with broader coverages and 
more adequate insurance, the expense of 
handling diminishes percentagewise, and 
we shall all have to accept that prin- 
ciple. 

“Let’s urge our agents to ‘step up’ 
their services to homeowners—by more 
personal contacts—by more pointing out 
of needs and new developments in home 
insurance. 

“The things we worry most about are 
the things that never happen. The re- 
cent and present surge of competition 
from direct writers is no exception. The 
American Agency System which has 
served the industry and the public for 
so long, isn’t going to collapse shortly 
because of price competition and new 
merchandising methods used by direct 
writing insurers. The local agent is 
deeply rooted. His services are valuable. 
He would do well to promote a carefully 
planned program of public relations and 
public education emphasizing the impor- 
tance and need of his place in the in- 
surance world—and follow through with 
plenty of good service. You as general 
agents have a fine opportunity in your 
contacts with agents to urge them to do 
these things. And we must be solidly 
behind him in these efforts.” 


R. M. ANDERSON RETIRES 


Vice President of National of Hartford 
Group Entered Insurance in 1910; 
Specialized on the South 

R. M. Anderson, vice president of the 
National of Hartford Group, retired at 
his own request on July 1. As guest 
of honor at a luncheon held June 25 at 
Wampanoag Country Club, Hartford, 
Mr. Anderson accepted the congratula- 
tioons and good wishes of his fellow 
officers at the National. His associates 
presented him with a fine pair of binocu- 
lars suitably inscribed for the occasion. 

Mr. Anderson has been associated 
with the National of Hartford Group 
for 38 years. He began his insurance 
career in 1910 as special agent for 
Trezevant & Cochran—general agents in 
Dallas, Texas. In 1916 he was em- 
ployed by the National as Texas special 
agent. After serving in the Texas field 
and later in the Virginia, Maryland and 
District of Columbia fields, Mr. Ander- 
son was transferred to the home office in 
1920 and elected assistant secretary the 
following year. He was made secretary 
in 1926 and elected vice president in 
1929, 

Mr. Anderson has had a long period 
of service on many of the governing 
committees and executive committees of 
trade associations and fire insurance rat- 
ing bureaus throughout the South, no- 
tably of which has been his membership 
on the executive committee of the South- 
Eastern Underwriters Association. 


Willett Elected Director 


American Management Assn. 

K. B. Willett, vice president, Hard- 
ware Mutuals, Stevens Point, Wis., was 
elected to the board of directors of the 
American Management Association, fill- 
ing the unexpired term of the late E. 
H. Connarroe, at the association’s an- 
nual business meeting held at the Hotel 
Statler in New York. Mr. Willett’s term 
will expire in 1956. 

The 18,000-member management edu- 
cational association elected ten directors 
to serve for three-year terms and four 
new divisional vice presidents for the 
1954 - 1955 year along with other officers 
reelected by the AMA board. 


Reelect Goodman President 
Public Adjusters’ Assn. 


William Goodman, president of Good- 
man-Gable-Gould, of Baltimore, Md., 
was reelected for a fourth term as 
president of the National Association 
of Public Insurance Adjusters at that 
group’s annual meeting in the Hotel 
Roosevelt, New York City. Mr. Good- 
man has been president since its incep- 
tion. Membership now includes repre- 
sentation in 22 states, and more than 
half the 150 known public insurance ad- 
justers. Others selected at the two-day 
convention were: 

Vice presidents George E. Gordon, 
Boston; George F. Sigler, Passaic, N. J.; 
Murray A. Levy, Jamaica, L. I.; and A. 
H. Neaman, Pittsburgh. Directors in- 
clude Simon Clarke, Philadelphia; An- 
thony Lazarus, Chicago; Abraham Mac- 
key, Detroit; Emanuel Sarasohn, New- 
ark; and Joseph Supornick, St. Paul. 


Reinsurance Institute Aids 


Insurance in Argentina 

The Argentine Reinsurance Institute 
has extended its cooperation with the 
insurance industry in Argentina with 
favorable results, says Dr. Enrique Gru- 
ber. Dr. Gruber, who is president of 
American International Underwriters in 
the Argentine, is at present visiting New 

ork. 

He said that Jose Domingo Carando, 
president of the Institute, had energeti- 
cally given the organization new shape. 
“So far,” says Dr. Gruber, “the service 
rendered to the companies by the Re- 
insurance Institute has had a beneficial 
influence on the industry.” 
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Recent surveys show that the electric wires in many homes are dangerously 
overloaded. And overloaded wires can set your house on fire. How can you 
guard against this hidden hazard? First, use only safe (15 ampere) fuses. Putting 
in heavier fuses to keep safe fuses from blowing creates a perilous condition. 
Second, don’t plug an air conditioner or other heavy-duty appliance in any 
ordinary household outlet. Check with your electrician first. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY ¢ THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY ¢ STANDARD INSURANCE CO. OF N. Y. 
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This advertisement also appears—in color—in TIME, NEWSWEEK, PATHFINDER, 
U. S. NEWS and WORLD REPORT. Clintor L. Allen, President 











Man who knows 
the answers 


So many things have a bearing on 
your insurance needs. For example: 
buying a house or remodeling it— 
adding to your household posses- 
sions—your children growing up— 
taking a trip—buying a boat—play- 
ing golf—or even acquiring a dog. 
It isn’t easy for the average man to 
know which policies give him the 
necessary coverage, or what to do in 
event of loss. But there sa man who 
knows the answers. Your local agent. 


Follow these time-tested rules: — 


CONSULT YOUR AGENT OR BROKER 
THINK FIRST OF THE AETNA 





























ie ae 
[Automobile } 
wee 











July 2, 1954 












Marine Definition Interpretations 


Cover Wide Range of New Queries 


cies covering personal property (exclud- 
ing motor vehicles designed for highway 
use) sold under conditional contract of 
sale, partial payment contract, instalment 


The committee on interpretation of 
the Nationwide Marine Definition, of 
which Joseph G. Bill of New_York is 


has issued Interpre- 

covering a 
These inter- 
follows: 


secretary, 
tations 9 to 21 inclusive, 
wide range of subjects. 

pretations are presented as 


executive 


Interpretation No. 9 


Subject: Exterior ornamental iron 
work and fences, in use as such. 
Opinion: Insurance of exterior orna- 
mental iron work and fences, in_ use 
as such, is not within the inland ma- 
rine classification under the Nationwide 
Marine Definition, and should not be 
classified as marine or inland marine 


insurance. 
Interpretation No. 10 

Subject: Sun-dials. ; ; 

Opinion : Policies covering sun-dials 
unless they possess the qualities of fine 
arts, are not within the inland marine 
classification under the Nationwide Ma- 
Definition, and should not be classi- 


rine 
fied as marine or inland marine insur- 
ance. : 
Interpretation No. 11 
Subject: Mausoleums. 


Opinion: Policies covering mausoleums 
are not within the inland marine classi- 
fication under the Nationwide Marine 
Definition, and should not be classified 
as marine or inland marine insurance. 
Interpretation No. 12 

Gasoline for account 

stations. 
The Nationwide Marine 
Definition does not include within its 
scope insurance of gasoline pumps erect- 
ed at service stations and should not 
be classified as marine or inland ma- 
rine insurance. 


Subject: 
of service 
Opinion: 


pumps 








Interpretation No. 13 
shipments. 
Intercoastal shipments be- 
ending within the United 
domestic shipments under 
of the Nationwide Marine 


Subject: Domestic 
Opinion: 
vinning and 
States are 
Section C 
Definition. 

Interpretation No. 14 

Subject: Motor 
2. (m). 

Opinion: Section E. 2. (m) excludes 
therefrom motor vehicles designed for 
highway use and certain other property. 
This exclusion was not intended to apply 
to automobiles being hauled for others 
by public or contract carriers or being 
driven for others by drive-away con- 
tractors. 

Interpretation No. 15 

Liability of 
bailee or other custodian. 

Opinion: Only if and while the prop- 
erty (per se) in custody is eligible for 
coverage under policies which are prop- 
erly classified marine or inland ma- 
rine under the Nationwide Definition 
should the insurance of the warehouse- 
man’s, bailee’s or other custodian’s lia- 
bility be classified. 


vehicles—Section E. 


Sul yjec oe warehouseman, 


as 


Interpretation No. 16 


Subject: Street lamps. 

Opinion: An insurance contract cover- 
ing street lamps being used as such is 
not within the scope of Nationwide 
Marine Definition, and should not be 
classified marine or inland marine 
insurance. 

Interpretation No. 17 
Section E. 2. (0)—le 
“leased-back” contracts. 
Section E. 2. (0) places with- 


as 


Subject: 
property— 
Opinion: 


ased 


in the inland marine classification poli- 
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as permanently affixed to his property, 
two floors high with concrete floor, 25 
to 30 feet wide and 60 to 70 feet long, 
the walls of iron construction containing 
therein machinery into which vine hops 
enter and hops are separated from the 
vine and made ready to go to the kiln to 


sales contract, or leased, provided such __ be _ dried. 
policies cover in transit and do not Does insurance of the described ma- 
extend beyond the termination of the chines fall within the inland marine 
seller’s or lessor’s interest. classification ? 

The section was not intended to in- Opinion: In the committee’s opinion 
clude machinery and equipment under such insurance is not included in the 


Nationwide Marine Definition, and should 
not be classified as inland marine insur- 


certain “lease-back” contracts. 
What type of transaction was contem- 


plated by the term “lease-back”? It is ance. 

our opinion that the term “lease-back Interpretation No. 20 

contract” was used to denote a contract, Subject: Additional living expenses 
expressed or implied, whereunder ma- endorsement. Is the following endorse- 


chinery and equipment is purchased by 
a lessor for the benefit and use of a 
lessee, the purchase and lease having 
been effected primarily for the purpose 


ment designed for use with the Personal 
Property Floater eligible for inclusion 
in the inland marine classification: 

4: on the necessary Additional 


of relieving the lessee of the necessity Living Expenses, as hereinafter defined, 
of maintaining a capital investment in jn order to continue as nearly as prac- 
such machinery and equipment or similar ticable the normal conduct of the in- 


purpose. 

A typical example of what was in- 
tended by the phrase in question would 
be a situation wherein a moneyed or 
other insitution purchases the machinery 


sured’s household, resulting from dam- 
age to or destrucution of the principal 
residence building of the insured or ad- 
ditions thereto or contents thereof by 
any of the perils insured against by the 


and equipment to be employed by a policy to which this endorsement is 
manufacturing plant in the making of its attached, subject, however, to all the 
product, such purchase having been made conditions, limitations and exclusions of 


aa the expressed intent and purpose said policy and this endorsement.” 


f leasing the machinery and equipment Opinion: The committee is of the 
to the particular manufacturing plant. opinion that the endorsement is not 
Another instance of a “lease-back”  ¢jassifiable as inland marine insurance. 


transaction is one in which a plant hav- 
ing purchased its machinery and equip- 
ment, elects to sell that equipment to 


Interpretation No. 21 


Subject: Meaning of “consisting prin- 


a purchaser with the understanding that cipally of” as used in Section E. Sub-sec- 
the purchaser will lease back to the tion (v), Paragraphs 1, 2 and 3. (Inter- 
plant such machinery and equipment. pretation No. 7). The committee is now 
Interpretation No. 18 requested to further clarify and more 
precisely define the meaning of “con- 


Physicians’ and surgeons’ in- 
strument dealers. “Is insurance of a 
dealer’s stock of physicians’ and sur- 
geons’ instruments or equipment classifi- 
able as inland marine insurance? 


Subject: sisting principally of.’ 

Opinion: We are of the opinion that 
the intent of the sub-section is to pl ice 
within the respective classifications in- 
surance of the stock of the dealer which 


Opinion: The committee can find no 
: Dpi woh ee nd n is heavily weighted toward musical in- 
justification for classifying such insur- ae 
$ : struments and their accessories, cameras 
ance as inland marine insurance. . 
e and their accessories or furs and fur 
Interpretation No. 19 garments. 
Subject. Hop - picking machines. In- After exhausting all other possible 
sured’s hop-picking machines described avenues, we have concluded that to 


$6,500,000 All Risks Hull Cover 
Placed on New Boeing Jet Aircraft 


During the past month the world don market covered the remaining 50% 
aviation insurance market faced the as direct insurance, with Stewart, Smith 
problem of writing $6,500,000 all-risks and Comp: any of London acting as 


hull insurance on Boeing Airplane Com- brokers in the London market. 


pany’s new jet aircraft, during ground E. R. Bowden of Bowden, Gassam and 
and flight tests, which it is anticipated Arnold, Seattle, Wash., represented Boe- 
will require two and one-half years to ing in placing the i insurance. Mr. Bowden 


complete. The insured value is said to be 
an all-time high for aviation under- 
writers and represents about three times 


has long been active in aviation insur- 
ance circles on the West Coast. 
The insured aircraft is Boeing Model 


the amount ever before covered on a 367-80. With the Air Force as the first 
single plane. prospective customer, the prototype is 

United States Aircraft Insurance constructed for use as either a tanker 
Group took the lead and covered 50% or cargo carrier. In its passenger ver- 
of the total value with reinsurance sion the spacious 89 foot cabin, supported 


support on the part of its casualty com- by 130 feet of wing span will accom- 


pany members, the London market and modate from 80 to 130 people, depend- 
the Swiss Reinsurance Co., Skandia of ing upon the requirements of individual 
Stockholm, Christiania General of Oslo, operators. 
Imperial Guarantee and Accident of To- It is powered by four powerful Pratt 
ronto, North Star Reinsurance, Ameri- & Whitney J-57 jet engines, moving 
can Reserve, Employers Reinsurance, the aircraft along at a cruising speed 
Continental Casualty of Chicago and La of 550 miles per hour. While it will 
Provincial of Mexico. soon undergo flight tests, it will be 
The Insurance Company of North several years before it will take its 
America, Aero Associates and the Lon-_ place in scheduled airline transport. 


effectively carry out the intent of the 
sections it is necessary to recommend 
a line of demarcation by the fixation of 
a percentage figure which can be used 
as a guide in determining the applica- 
bility of the sections to any given risk. 

The sections under consideration fairly 
and reasonably interpreted in the light 
of their intent induce us to conclude 
that insurance of a camera, musical in- 
struments or fur dealer’s stock falls 
within the marine classifications under 
the sections cited when the stock of 
such dealers consists of cameras or musi- 
cal instruments and their accessories or 
furs and fur garments with annual aver- 
age values of 75% of the annual average 
values of the dealer’s entire stock. In 
other words, the annual average values 
of such dealer’s stock unrelated to the 
principal stock should not exceed more 
than 25% of the annual average values 
of his entire stock. 





Aetna Names Harrington 


Inland Marine Supervisor 
Promotion of Peter B. Harrington to 
supervisor in the home office inland ma- 
rine department of the Aetna Insurance 
Group is announced by President Clinton 
L. Allen. 

A native of Hartford and a graduate 
of the University of Pennsylvania, Mr. 
Harrington joined the Aetna in 1943 as 
a junior underwriter in the inland ma- 
rine department and later was advanced 
to underwriter. In January, 1948, he was 
appointed a special agent in the Atlantic 


marine department with headquarters 
in Philadelphia. Mr. Harrington was 
recalled to the home office in May, 
1952. 





National Names Bross 


Marine Supervisor 

Martin J. Bross has been named ma- 
rine supervisor by the National of Hart- 
ford Group. He will assist fieldmen and 
agents in the production and handling 
of ocean marine, inland marine and 
multiple peril business in southern New 
Jersey, eastern Pennsylvania, Maryland, 
Delaware and the District of Columbia. 
A seasoned fieldman with a thorough 


knowledge of the marine field, Mr. 
3ross_ will make his headquarters in 
Philadelphia. 


Marine Office Appoints 
Hyde Special at Syracuse 


The Marine Office of America an- 
nounces appointment of James F. Hyde 
as special agent in charge of the Syra- 


cuse, N. Y., office. Mr. Hyde has been 
with the Marine Office since February 1, 
1945, operating from the Philadelphia 
office. 

Lee W. Muse will take over Mr. 
Hyde’s former duties as special agent 
covering eastern Pennsylvania and 


southern New Jersey. 


AUTO HEARING POSTPONED 


Because of the recent death of Rob- 


ert E. Barrett, Insurance Director of 
Illinois, a hearing on a show cause 
order against the National Automobile 


scheduled for 
postponed until 


Underwriters Association, 
June 23, has been 
July 28. 


UTICA ADJUSTING FIRM 
A certificate of incorporation has been 
granted to the Fred H. Southwick Com- 
pany, Inc., 288 Genesee Street, Utica, 
N. Y. Purpose of the firm is to adjust 
insurance claims for insurance compa- 
nies in all lines. 
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New Procedure for Rate 
Revision Announcements 


PUBLICITY IS ALSO AFFECTED 


Leslie of National Bureau Outlines New 
Program; Manual Holders to 
Receive First Notice 


A new procedure for announcing rate 
revision to member and subscriber com- 
panies and producers and for handling 
the publicity in connection with these 
revisions was announced June 29 by Wil- 
liam Leslie, general manager of the Na- 
tional Bureau of Casualty Underwriters. 

Mr. Leslie stated that the new pro- 
cedure is being used for the first time 
in connection with the Bureau’s an- 
nouncement of the rate revision for auto- 
mobile liability i insurance for garages ef- 
fective June 30 in 29 states and the Dis- 
trict of Columbia. 

“Under the new procedure, all manual 
holders will receive the manual pages 
and know about the changes before any 
publicity appears either in the insurance 
press or in the daily newspapers,” Mr. 
Leslie stated. “Thus when members of 
the press seek information from local 
sources respecting a press release, both 
branch office personnel and agents will 
be in a position to respond intelligently. 
In addition, the producing forces will be 
saved the possible embarrassment of read- 
ing about the revision in the press before 
they have had an opportunity to digest 
the contents of the reprinted pages.” The 
new procedure, Mr. Leslie said, involves 
the following: 

The New Procedure 


The effective date of all manual re- 
visions will be fixed for Wednesday of 


the week instead of Monday as at 
present. : : 
Reprinted pages will be mailed to 


reach manual holders on Monday, two 
days prior to the effective date. 

Advance notice of the revision will be 
sent to all home offices and duly 
authorized autonomous offices to reach 
them not later than the Monday of the 
week preceding the effective date. 

Members and subscribers are authorized 
to send bulletins and explanatory in- 
formation to reach their branch offices 
and supervising general agents on the 
Thursday of the week preceding the ef- 
fective date. All such material shall be 
treated as confidential until the Monday 
immediately preceding the effective date 
but may in the meantime be used by 
members and subscribers in the prepara- 
tion of announcements timed to reach 
their producers on the Monday imme- 
diately preceding the effective date. 

A release for the insurance press will 
be prepared and a copy distributed to 
the companies as a part of the advance 
information. The release will be issued 
to the insurance press and will carry 
the usual warning that it is for publica- 
tion on the effective date of the revision. 


Copy to State Agents’ Association 


A copy of the release, patterned to 
fit the particular state, will be sent to 
the executive secretary, or other appro- 
priate officer, of the state agents’ asso- 
ciation in each state involved in the 
revision. Such copy will be mailed to 
reach the executive secretary on the 
Thursday of the week immediately pre- 
ceding the effective date of the revision, 
unless circumstances make it impossible 
to adhere to this schedule. The executive 
secretary is authorized to make the in- 
formation in the release available to the 
association members to reach them on 
the Monday preceding the effective date 
of the revision. 

If the revision is one which justifies 
publicity in daily newspapers the same 
procedure will be followed as in the 
case of news release for the insurance 











Workmen’s Comp. Law in 
New York 40 Years Old 


MARY DONLAN LAUDS EVENT 


Cites Comparison of Early Benefits to 
Present Day; Notes Revisions and 
Increases Since 1943 


Noting the 40th anniversary of the 
New York State Workmen’s Compen- 
sation Law which took place July 1, 
Mary H. Donlan, chairman of the board, 
pointed out that the inauguration by 
popular demand of insured workmen’s 
compensation protection for the working 
men and women of the Empire State, 
leading industrial state of the nation, 
marked New York as a leader in social 
insurance. New York State’s action, 
then and now, sets the pace for the 
country, Miss Donlan said. 


$5 Minimum Payments 


“In its earliest days, 40 years ago, the 
New York State Workmen’s Compen- 
sation Law provided for workmen ad- 
judged to have sustained total disabili- 
ties minimum payments of $5 and max- 
imum payments of $15 weekly for the 
duration of the total disability. In death 
cases the benefits were $15.38 weekly to 
dependents. Today these rightly seem 
very low indeed. 

“Additions to and revisions of the law 
took place from time to time. However, 
it has been during the past 12 years 
that substantial benefit increases have 
been legislated.” 

Miss Donlan declared that there had 
been no increase in the benefit rate 
payable to widows and children during 
a period of 19 years until the 1943 
Legislature increased the maximum rate 
in fatal cases to $25 weekly. Successively 
in the 11 years thereafter, she con- 
tinued, this benefit rate has been in- 
creased to $28, $35, and now, by action 
of the 1954 Legislature, to $40 weekly in 
cases of death occurring on or after 


July 1. 
Weekly Disability Benefits 


Miss Donlan continued: “The maxi- 
mum weekly benefit in disability cases 
has been increased successively during 
the past 12 years from $25 to $28, then 
to $32, and effective July 1, to $36. 

“Similar changes and revisions have 
taken place in the disability benefit 
rates. When that new law became ef- 
fective on July 1, 1950, the Legislature 
set maximum worker benefits at $26 
weekly. On April 1, 1952 these were 
raised to $30 weekly. This year’s Legis- 
lature has voted and Governor Dewey 
has approved an increase in benefits to 
$33 weekly effective July 1, 1954.” 

The speaker declared that over all of 
the past 40 years of workmen’s com- 
pensation in New York State, there is 
no other single program that has so 
greatly contributed to the development 
of good industrial relations in our state. 
“It is a social insurance protecting close 
to six millions of our people who work 
for wages or salaries.” 





press. The National Bureau will prepare 
and distribute a press release to the 
newspapers, except in those states where 
the state Insurance Department may 
prefer to make the public announcement 
to the press. Where the National Bureau 
handles the public announcement to the 
press, it will distribute its press release 
to reach newspaper offices on the Mon- 
day preceding the effective date of the 
revision. This release will carry a warn- 
ing to editors that the information is 
released for publication on the effective 
date of the revision, namely, the follow- 
ing Wednesday. 





Metropolitan Life 
Joins A. & H. Bureau 


ALSO INDUSTRIAL OF QUEBEC 
Membership Rises to 91 Companies 
Which Write A. & H. Premium 
Volume of Over $1,113,249,000 


Two life insurance companies were 
recently elected to membership in the 
Bureau of Accident and Health Under- 
writers, according to an announcement 
by J. F. Follmann, Jr., general manager 
of the Bureau. The companies are the 


Metropolitan Life Insurance Co., New 
York, and the Industrial Life Insurance 
Co., Quebec, Canada. 

This action took place at a meeting 
of the governing committee of the Bu- 
reau on June 29. At that meeting the 
governing committee unanimously voted 
to approve the applications for member- 
ship received from the two companies. 


$233,462,110 Premium Volume 


Metropolitan Life has a total accident 
and health insurance premium volume 
of $233,462,110. Of this $201,914,758 is 
reported as group coverage and $31,547,- 
352 as individual coverage. The Metro- 
politan was formerly a member of the 
Bureau from 1921 to 1944 

Industrial Life has a total accident 
and health premium volume of $381,501. 

The association of these two life in- 
surance companies with the Bureau 
brings the total membership of the Bu- 
reau to 91 companies. The total accident 
and health premium volume of $381,501. 
the companies which comprise the Bu- 
reau is now in excess of $1,113,249,000, 
this being approximately half of the 
entire volume of accident and health 
insurance. Assets of the 91 companies 
exceed $43,260,902,000. 


ASK CAPITAL STOCK INCREASE 





American Auto Stockholders to Meet 
July 6; 50 Cents Per Share Divi- 
dend Declared 

American Automobile of St. Louis has 
asked’ its stockholders to approve an 
increase in authorized capital from 625,- 
000 shares to 750,000 shares. Stockhold- 
ers will vote on the proposed increase 
at a special meeting to be held on 
July 6 and if approved the additional 
shares will be distributed as a_ stock 
dividend to stockholders of record July 
12, at the rate of one share for each 
five shares held on that date. 

The increase in stated capital from 
$2,500,000 to $3,000,000 will be provided 
by transfer from surplus, which stood 
at $27,580,298 on December 31, 1953. 

A cash dividend of 50 cents per share 
has also been declared, payable Septem- 
ber 1 to stockholders of record August 
15, which, subject to the action of the 
stockholders on the proposed stock divi- 
dend, will be paid on the number of 
shares. 

A continuation of excellent underwrit- 
ing results and a substantial increase in 
investment income together with a gen- 


erally favorable outlook for the business 
are cited by the management as the 


basis for the proposed stock dividend. 


Auto Accident Costs Still 
Over One Billion Dollars 


The cost, to insurance companies and 
their policyholders, of our nation’s auto- 
mobile accidents continues to be well 
over a billion dollars a year. 

Leading casualty insurance companies 
paid out more than $730 million last year 
in claims on automobile policies, accord- 
ing to figures in The Spectator’s Handy 
Chart. published last week. 

Combined figures for 135 stock casu- 
alty companies showed payments on lia- 
bility, property damage and _ physical 
damage policies on automobiles have in- 
creased more than $33 million over the 
total for 1952. 





Babcock, Aetna Claim 
Secretary, Retires 


OVER 32 YEARS OF SERVICE 








W. L. Vermilion His Successor; J. W. 
Jackson and R. R. Willey Advanced 


to Assistant Secretaries 





The retirement of L. K. Babcock, 
secretary of the Aetna Casualty & 
Surety’s claim division, which he has 


headed for more than 32 years, and the 
promotion of Willas L. Vermilion to 
secretary as Mr. Babcock’s successor, 
was recently announced following a 
meeting of the company’s board of 
directors. 

At the same time, J. Wayne 
and Ronald R. Willey, 
were advanced to 
of the casualty 


Jz ic kson 
field supervisors, 
assistant secretaries 
claim division. 


Long and Active Career 


from business life, Mr. 
Babcock closes out a long and active 
career that began as a school teacher 
and high school principal and saw him 
become one of the youngest men ever 
elected to the Indiana state legislature 
before he joined the Aetna in 1911. 

As head of the casualty claim division, 
Mr. Babcock directed the operations of 
the company’s largest department, with 
more than 2,300 employes in the home 
office and throughout the country. 

Over the years, Mr. Babcock’s in- 
tegrity and his reputation for fairness 
have been an inspiring influence on the 
Aetna’s claim organization. A talented 
public speaker, Mr. Babcock’s talks al- 
ways have been an inspirational high- 
light of the company meetings at which 
he spoke. 

Mr. Babcock, whose retirement was 
effective July 1, was born in Topeka, 
Ind., where he was graduated from high 
school only to return later as a teacher 
and then its principal and superintend- 
ent. Subsequently, he was elected to two 
terms in the Indiana legislature and 
served as secretary to the governor of 
the state and the mayor of Indianapolis. 

In 1910, he received his law degree 
from Indiana University and the follow- 
ing year joined the Aetna as attorney 
in charge of the company’s claim office 
at Indianapolis. In 1922, he was trans- 
ferred to the home office, where he 
assumed the duties of secretary in 
charge of the claim division. 

Mr. Babcock is a former chairman of 
the advisory committee of the claim 
bureau of the Association of Casualty 
& Surety Comp unies, and for 15 years 
was chairman of the theft committee of 
the eastern division of the National 
Automobile Theft Bureau. He has also 
served as a member of a number of 
other insurance organizations, including 
the governing committee, National Bu- 
reau claim department; claim executives’ 
committee, National Council on Work- 
men’s Compensation, and the claims 
executive committee, U. S. Aviation 
Underwriters. 


In retiring 


Vermilion’s Career 


Mr. Vermilion, the new head of the 
casualty claim division, has been 
ciated with the Aetna since 1922 when 
he joined the company as an adjuster at 
the Indianapolis office. Subsequently, he 
was transferred to New York City 
where he became assistant manager 
of the claim department. 

In 1948, Mr. Vermilion was called to 
the home office and appointed uacletant 
secretary of the casualty claim division. 

A native of Putnam County, Ind., Mr. 
Vermilion was graduated from DePauw 
University and received his law degree 
from Benjamin Harrison Law School. 


J. W. Jackson 


J. Wayne Jackson, promoted to assis- 
tant secretary, joined the Aetna as an 
adjuster at Albany, N. Y., where he later 
became assistant manager of the claim 
department. In 1927, he was transferred 
to the home office and later was ad- 
vanced to superintendent of the casu- 
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Catlin Asks For Stringent Controls 
To Halt Mounting Highway Death Toll 


ance rates can ‘be produced only through 


In an address given recently before 
the Eastern Conference of Motor Ve- 
Administrators, in Washington, 
D.C., Robert I. Catlin, vice president, 
Aetna Casualty & Surety Co., declared 
that “while naturally the insurance com- 
panies concerned with the rapid 
number of automobile risks 
being they are more deeply 
interested—and apprehensive—over the 
underwriting experience being sustained 
on automobile assigned risk business.” 
He pointed out that for the period 1938- 
1950 inclusive, and excluding Massa- 
chusetts, the insurance companies wrote 
$31 million in premiums, against which 


hicle 


are 
growth in 
assigned, 





there were $22 million in losses, or 
70% loss ratio. 

For the year 1951, continued Mr. 
Catlin, excluding Massachusetts, the 


companies wrote $12 million in automo- 
bile premiums with loss ratios of 95% 
bodily injury and 91% property dnliine. 

He said that two primary reasons may 
be given for the growth in number of 
automobile assigned risks as well as for 
the unfavorable experience which the in- 
surance carriers have sustained as fol- 
lows: (1) the adoption of the security 
type of Financial Responsibility Law 
which places the carrying of automobile 
ie ability insurance on practically a 
“must” basis, and (2) restrictive under- 
writing. 


Duty of Industry to Provide Protection 


Concerning both reasons, the speaker 
maintained that it is up to the insurance 
industry to provide proper finz ancial pro- 
tection in the way of automobile liability 
insurance to all persons licensed by the 
state to operate an automobile, pro- 
vided the state recognizes and assumes 
the legal responsibility resting upon it 
to determine who shall be entitled to 
the privilege of operating an automobile. 

Mr. 2 at continued: “I believe it 
can be shown there has been a growing 
onl on the part of many Motor Ve- 
hicle Departments to shift to insurance 
companies the responsibility for contin- 
uing operating privileges, on the theory 
that “he who can pay can drive.” This 
belief on my part is borne out by the 
thousands of risks now taken care of 
under automobile assigned risk plans 
whose qualifications to hold an opera- 
tor’s license would be questioned if 
viewed from the standpoint of public 
safety and welfare. Time will permit 
my citing but a few examples of the 
types of risks I have in mind. 


Inadequate Rate Levels 


“Commenting on restrictive underwrit- 
ing, which undoubtedly is responsible 
for the placing of many automobile 
risks in assigned risk plans, I believe 
the basic reasons for this situation are 
(a) inadequate rate levels and (b) the 
underwriting policy of those insurance 
companies whose production efforts con- 
template acceptance of only ‘the cream 
of the business.’ It is questionable 
whether such a policy serves either the 
public or the insurance industry. 

“C oncerning the necessity for adequate 
rat€ levels which will permit the insur- 
ance companies to adopt a healthy posi- 
tion toward the acceptance of automobile 
risks, I believe that more and more 
we must urge the Insurance Depart- 
ments throughout the country to demon- 
strate an open-minded policy concerning 
rate adjustments and equally important, 
to determine an increasing interest in 
any and all elements affecting the cost 
of automobile liability insurance. 

“In recent years there certainly has 
been a growing tendency on the part 


of Insurance Departments to be far more 
receptive to proposals for rate reduc- 
tions than for rate increases, 
standing 
justify 


notwith- 
( the fact available statistics 
increased rates. Lower insur- 


reduction in accident and 


a marked 1 
plus a reduction in 


claim frequency, 
claim costs.” 


38,000 Killed—2,000,000 Injured 


One cannot face the future without 
a deep concern over the traffic accident 
situation, the speaker continued. He 
stated that the fact can neither be 
ignored nor minimized that in 1953 over 
38,000 persons were killed in automobile 


accidents and approximately 2,000,000 
suffered personal injuries, many of a 
critical nature. Mr. Catlin added that 


in view of the fact two or three mil- 
lon more cars and operators are being 
added annually on the highways, “unless 
steps of a radical nature are taken the 
situation will get worse before it gets 
better. 

The speaker cited speed and intoxi- 
cated driving as the primary causes for 
traffic accidents. Political pressure and 
favoritism, he continued, are unquestion- 
ably responsible for the inexcusable fact 
many speeders and intoxicated drivers 
not only continue to drive, but manifest 
a total disregard for law and the re- 
sponsibility which every operator’s li- 
cense is assumed to convey. 

While fully appreciating the impor- 
tance of other agencies working in the 
field of accident prevention, Mr. Catlin 
emphasized that he was strongly of the 
opinion that the attack must be centered 


in Motor Vehicle Departments, and 
chiefly because of the position they 
occupy relative to driver control. It 
was his firm conviction that Motor 
Vehicle Departments throughout the 
country must accept the definite chal- 


lenge which he believes rests upon the 
doorstep of each Department, namely, 
“What are you doing through the pow- 
ers granted you by law to eliminate the 
irresponsible and unfit operators from 
the highways?” Mr. Catlin offered the 
following suggestions for serious consid- 
eration: 
Five Suggestions 

“(1) Every applicant for an operator’s 
license should be given a thorough ex- 
amination by a competent examiner. In 
order to provide ample time and proper 
attention, applicants should be given 
their examinations by appointment. Only 
by handling applicants on an appoint- 
ment basis can the work load be properly 
distributed and the irritation which the 
public has felt under the old system be 
eliminated. 

“(2) Issuance of probationary licenses 
to all new operators, which they must 
carry for at least one year. From a 
practical as well as a_ psychological 
standpoint I believe motorists, especially 
teen-agers, should not be given full- 
fledged licenses until they have shown 
over a reasonable period of time that 
they merit such a privilege. We might 


well, I think, emulate to a degree at 
least, the policy of the railroads in 
licensing engineers. 


“(3) Greater use be made of the power 
given Motor Vehicle Commissioners to 
suspend and revoke licenses. In order to 
overcome the belief that reinstatements 
of suspended licenses are easy to secure 
I would recommend: 

“(a) All reinstatements involving seri- 
ous violations or bad records be per- 
sonally approved by the Motor Vehicle 
Commissioner. Furthermore, I would 
recommend that greater publicity be 
given to reinstatements as well as to 
suspensions. 

“(b) All reinstatements be handled 
in accordance with the plan which has 
been adopted in New Jersey, commonly 
referred to as the ‘red ticket,’ Such a 
plan cannot but impress the person car- 
rying the ‘validated’ license with the 
fact he is definitely on probation. 

“(4) Modernize the present system of 
renewing licenses. The staggered system 
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Allen Notes Downward 
Auto Accident Trend 


IN N. Y. STATE COMMUNITIES 


Addresses Mayors Conference; Cites 
Certain Corrections Needed; 32 Towns 
Participating in Program 


A downward trend in the auto acci- 
dent rates in a number of New York 
State communities participating in the 
community assistance program of the 
insurance industry committee on motor 
vehicle accidents was recently noted by 
Robert A. Allen, field service director 
for the committee and nationally known 
traffic safety engineer. 

Speaking in Monticello at a meeting 
of the New York State Conference of 
Mayors and Other Municipal Officials, 
Mr. Allen specifically praised the cities 
of Binghamton, Saratoga Springs, Port 
Washington and Plattsburgh for their 
effective accident prevention efforts. 
They are four of the 32 New York com- 
munities already participating in the 
year-old community assistance program. 
Supported, by the automobile insurance 
business, the assistance program is cost- 
free to participants. It is designed to 
give expert guidance to towns attempt- 
ing to cut their accident rates. 

“While the industry committee pro- 
gram is still in its infancy,” Mr. Allen 
said, “we have been able to see the be- 
ginning of a trend toward accident re- 
duction in some of the communities 
where we have provided varying degrees 
of technical guidance in the fields of 
traffic law enforcement, driver education 
and traffic engineering.” 


Communities Deserve Credit 


Mr. Allen pointed out that while the 
industry committee is responsible for 
developing and guiding the various local 
accident prevention programs, the com- 
munities themselves deserve the credit 
for carrying out the programs. 

“The officials in these communities,” 
he said, “are accepting their inherent re- 
sponsibility for traffic control and are 
increasing their efforts to develop an 
effective, well-rounded program. We 
feel that we may have proved helpful 
in our role of technical advisors, but 
the improvements have been effected by 
the communities.’ 

Noting the annual national highway 
death toll of 38,000, annual injuries of 
1,500,000 and annual accident cost of 
more than _ $4,000,000,000, Mr. Allen 
stressed the fact that any effective reme- 
dial action must be taken at the com- 
munitv level where the problem occurs. 
He said the 32 New York towns already 
in the program are of medium size, 
ranging in population from 10,000 to 
150,000. 

Main Points Needing Correction 


Mr. Allen said committee studies in 
the participating cities indicate the fol- 
lowing main points have been found to 
need corrections in order to make the 
program effective: (1) absence of de- 
tailed accident records systems in most 
communities; (2) understaffed or ineffi- 
cient police departments ; (3) lack of 
effective traffic engineering at the local 
level; (4) inefficient and outdated traffic 
ordinances; (5) lack of organized public 
support of accident reduction programs. 

“The traffic accident problem is your 
responsibility as municipal officials,” Mr. 
Allen told the mayors’ group. “Tt is a 
responsibility you must not shirk or at- 
tempt to evade. The problem is real; 
but so is the solution real. The solution 
lies in the practical and continuing ap- 
plication of proven measures, principles 
and techniques in all areas comprising 
the problem. 

“If you desire to accept vour respon- 
sibility for developing an effective com- 
munity program, the resources of the 
casualty insurance industry are avail- 
able to you through the insurance in- 
dustry committee on motor vehicle acci- 
dents. We stand ready at your request 
to assist in every way possible within 
our means to call a halt to the ever 
spreading epidemic of traffic accidents.” 














WANTED FIELDMAN 


with casualty experience to repre- 
sent well-known Hartford multiple 
line company in central New 
York. Write giving full particu- 
lars to Box 2256, The Eastern Un- 
derwriter, 93 Nassau Street, New 
York 38, N. Y. 

















American Casualty 
Enlarges Bonding Dept. 


APPOINTS ONE; PROMOTES TWO 


Mount Named for Underwriting Capac- 
ity; Roberts New Production Megr.; 
Elvidge New Supervisor 


Thomas K. Mount has been appointed 
to the fidelity and surety bond depart- 
ment of the American Casualty Co. and 
will serve in an underwriting capacity 
in the home office in Reading, Pa. 

Mr. Mount is a graduate of George 
Washington University where he studied 

1926 he started his insurance 
with the Aetna Casualty & 
Chicago branch office as field 
representative. Some years later he 
joined the U. S. Guarantee Co. and 
served first as branch manager of its 
Chicago office and then at the home 
office in New York where he specializd 
in the production and underwriting of 
contract bond business. He was ad- 
vanced to assistant secretary of that 
company, resigning after 21 years’ serv- 
ice. 

Roberts Now Production Manager 


American Casualty also announces the 
promotions of William Roberts and 
Herbert Elvidge. Mr. Roberts, who has 
been connected with American Casu- 
alty’s central Pennsylvania department 
as manager of its surety bond division, 
advanced to production manager 
and surety bonds on a na- 


law. In 
career 
Surety’s 


was d 
for fidelity 


tionwide basis, with headquarters at 
the home office. He has been in the 
insurance industry for more than 20 
years. 

From 1935 to 1937, Mr. Roberts 
served with the National Surety Co. 


where he advanced to assistant mana- 
ger of their Philadelphia office. 

He joined American Casualty early in 
1948 with its Reading branch office and 
has done extensive work in the field 
with agents and construction firms. 

Herbert Elvidge is promoted to super- 
visor of the central Pennsylvania de- 
partment’s bonding division which con- 
tinues under the direction of William 
Roberts. 

Until his promotion, Mr. Elvidge was 
with the home office surety department 
as an underwriter. Prior to his employ- 
ment with American Casualty, he at- 
tended the University of South Caro- 
lina, then enrolled at Franklin and Mar- 
shall College where he obtained his de- 
gree. 


Texas Ins. Dept. Takes Over 
Gen’! American Casualty 


The General American Casualty Co., 
San Antonio, Tex., has been taken over 
at the request of its board of directors 
by the Texas Insurance Department. 
The company which wrote fire, casualty 
and windstorm insurance, operating in 
ten states, has been placed in temporary 
receivership with J. D. Wheeler, liqui- 
dator for the board of Insurance Com- 
missioners, Austin, in charge. 

An examination of the company’s rec- 
ords when completed will show the ex- 
tent of obligations in excess of assets. 
It has been suggested that efforts be 
made to save the company. It is ru- 
mored some of the leading insurance 
men are interested in making such ef- 
forts. 
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H. L. Kearns, American- 

Associated Co., Retires 
HUMPHREY CANADIAN MANAGER 
Madden Named Philadelphia Branch Bond 


Manager; Main Appointed Supervisor, 
Bond-Burglary Underwriting 








The following field announcements 
have been made by the American-Asso- 
ciated Insurance Companies: 

Harold L. Kearns retired July 1 as 
resident vice president and chief agent 
for the company at Toronto. Mr. Kearns 
retired in accordance with established 
company policy of retirement from ex- 
ecutive positions at age 65. 

Mr. Kearns’ business career has been 
devoted to the field of insurance, first as 
an agent and then for many years he 
was connected with Shaw & Begg 
Limited where he rose to the position 
of vice president. In 1950 he joined the 
American Automobile to establish its 
Toronto office. 

Canadian Chief Agent 

J. B. Humphrey has been appointed 
the company’s chief agent for Canada. 
He still retains his present position as 
Canadian manager. A native of London, 
England, he joined the claims staff of 
American Automobile in Toronto in 1934. 
In 1939 he was transferred to the head 
office in St. Louis for training in under- 
writing and production matters. 

Later he was assigned to the com- 
pany’s Portland, Ore. branch office. Dur- 
ing the war he served with the British 
Army in India, following which he re- 
turned to the states and became under- 
writing manager at the company’s Los 
Angeles office. 

After a further assignment at Spokane, 
Wash., he returned to Toronto in 1950 
to assist Mr. Kearns in the establishment 
of the Toronto office. He was made as- 
sistant branch manager at that time, then 
in 1952, branch manager. 

Mr. Humphrey is presently serving as 
president of the Independent Automo- 
bile & Casualty Insurance Conference 
and was recently appointed vice chair- 
man of the public relations committee 
of the All-Canada Insurance Federation. 
Philadelphia Branch Bonding Manager 

American-Associated Cos. also an- 
nounces appointment of Francis L. 
Madden as Philadelphia branch bond 
manager. Mr. Madden, formerly bond 
manager for Standard Accident at Phila- 
delphia, assumed his new post June 21. 

A veteran of 19 years in the insurance 
business, Mr. Madden is experienced in 
all phases of the bond and casualty field. 
He started in 1935 as a policy analyst 
with the Pennsylvania Insurance Depart- 
ment, later becoming chief policy 
analyst. 

He joined Standard Accident in 1938 
and shortly thereafter was appointed a 
bond and casualty special agent covering 
the central Pennsylvania field. He was 
transferred to Philadelphia in 1941 to 
become assistant manager of the com- 
pany’s branch office bond department. He 
was promoted to bond manager in 1947. 

Mr. Madden attended the University 
of Pennsylvania. He is past president 
and currently a member of the executive 
committee of the Surety Underwriters 
Association of Philadelphia. 

In Supervisory Post 

Fred L. Main, Jr., has been appointed 
to the Boston office staff as supervisor, 
bond-burglary underwriting. Mr. Main 
will be in charge of the bond-burglary 
department which was recently estab- 
lished by the company in order to pro- 
vide underwriting, production and claim 
service in connection with these lines to 
producers in the New England territory. 

Mr. Main’s background includes ex- 
tensive experience in both underwriting 
and production in the bond and burglary 
field. Upon graduation from Princeton 
University in 1948 he joined Fidelity & 
Casualty and, after completing the com- 
pany’s training school course, he was 
assigned to the bond department of the 
New York office. In 1952 he was trans- 
ferred to Providence to head the branch 

bond department, and came to American- 
Associated from that post. 





Revised Garage Risk 
Rates Announced 


FOR NAT’L BUREAU COMPANIES 





Concerns Auto Liability Policies Written 
on a Payroll Basis; Became 
Effective June 30 





Revised rates for automobile liability 
insurance policies written on a payroll 
basis for Division 1 garage risks were 
announced June 29 for 29 states and the 
District of Columbia by the National 
Bureau of Casualty Underwriters on 
behalf of its member and _ subscriber 








Approve Mutual Bur. Rates 

Twenty-six states have approved filings 
of the Mutual Insurance Rating Bureau 
involving revised bodily injury and prop- 
erty damage liability insurance rates and 
minimum premiums for garage risks 
written on the payroll basis where cov- 
erage is included for the operation of 
garage owned cars. The revised rates 
are applicable to all policies written on 
or after June 30. 


RONEN SADE Ra 








companies. The revised rates became 
effective June 30. 

The garage risks affected by these re- 
visions are those buying the broad cov- 
erage afforded under the “Division 1 - 
premises - operations - automobiles” defi- 
nition of hazards in the policy. 

The revisions in these states are part 
of a countrywide program to adjust 
bodily injury and property damage rates 
for these risks because of the adverse 
experience of the carriers. Automobile 
liability insurance rates for garages 
have remained unchanged since 1947 al- 
though the coverage was materially 
broadened in most states in December, 
1949. At that time, the “definition of 
insured” agreement was broadened, cov- 
erage was made available to a partner 
for injury to or death of another part- 
ner, and the additional premiums for- 
merly required for specific additional in- 
terest coverage were eliminated. 


Adverse Results Since 1949 


Since that time, the companies have 


John D. Gallagher’s Article 


John D. Gallagher, assistant super- 
intendent of engineering in the Hartford 
Accident & Indemnity Company’s Chi- 
cago office, is the author of a feature 
article in the June, 1954, issue of “Con- 
struction Methods & Equipment,” a na- 
tionally-circulated trade magazine of the 
McGraw - Hill Publishing Co. 

Entitled, “Attack Accidents at Their 
Source,” Mr. Gallagher’s article deals 
with the important economic stake which 
contractors have in the establishment 
and maintenance of an active on-the- 
job safety program. 

Construction accidents, the author ex- 
plains, are costly not only in terms 
of human life and limb but also because 
they produce work delays and hidden 
overhead expenses that can involve sub- 
stantial sums. 


IOWA AUTO RATE REDUCTIONS 

A large number of independent filing 
companies in Iowa have filed rate re- 
ductions for female drivers 25 years of 
age or under. The Iowa Department has 
approved the reductions. 





experienced adverse underwriting re- 
sults on this business. Even the in- 
crease in wages for garage employes has 
not provided any material help in offset- 
ting the increased cost of settling claims 
as all employes are rated on a fixed 
maximum payroll basis. Class (b) em- 
ployes, that is, proprietors, partners, offi- 
cers, salesmen, managers and _ chauf- 
feurs, are each rated at a flat $2,000 of 
payroll, and class (a), clerical office em- 
ployes, and class (c), all other employes, 
are subject to a weekly payroll maxi- 
mum of $100 

Revised rates were effective June 30 
for the following: Alabama, Arizona, 
Arkansas, California, Colorado, Connec- 
ticut, Delaware, Idaho, Indiana, Iowa, 
Kansas, Maine, Maryland, Michigan, 
Minnesota, Missouri, Montana, Ne- 
braska, Nevada, New Hampshire, New 
Mexico, North Dakota, Pennsylvania, 
South Carolina, South Dakota, Vermont, 
Washington, Wisconsin, West Virginia 
and the District of Columbia. 


S. F. Hume of La. to Join 
National Bureau on Sept. 1 


S. Fred Hume, formerly assistant sec- 
retary of the casualty and surety division 
of the Louisiana Insurance Rating Com- 
mission, will join the National Bureau 
of Casualty Underwriters on September 
l as its special representative in eight 
southern states, William Leslie, general 
manager of the bureau, announced July 

Mr. Hume recently retired from his 
post with the Louisiana Commission. 

“Mr. Hume will serve as the special 
representative of the National — 1u in 
the states of Alabama, Florida, Georgia, 
Kentucky, Louisiana, Mississippi, South 
Carolina and Tennessee,’ Mr. Leslie 
stated. “In those states he will repre- 
sent the National Bureau in its rela- 
tions with state supervisory authorities, 
state agents’ associations and the ad- 
visory committees of the Bureau. He 
will make his headquarters at 206 Betz 
Place, New Orleans, 20, La.” 

Mr. Hume started his insurance ca- 
reer in 1923 in Oklahoma City with 
E. R. Ledbetter, general agent, Aetna 
Casualty & Surety Company. For many 
years prior to joining the Louisiana In- 
surance Rating Commission in 1942, he 
represented the Aetna Casualty & Sure- 
ty as supervising special agent in Florida 
and as field supervisor in Louisiana and 
southeast Texas. 

3orn in Independence, Mo., Mr. Hume 
attended Kemper Military School of 
Booneville, Mo. 


SHEA CELEBRATES 25TH YEAR 

William B. Shea, claims adjuster for 
Hartford Accident & Indemnity at Glens 
Falls, N. Y., celebrated his 25th anni- 
versary with the company July 1. In 
accordance with company custom, he was 
awarded a gold watch in recognition of 
his service. 


ANCHOR CASUALTY DIVIDEND 

The board of directors of the Anchor 
Casualty Co., St. Paul, have voted a 
regular quarterly dividend of 25 cents 
per share payable June 30 to stockhold- 
ers of record at the close of the business 
June 25. 
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COVERAGE 


It's hard to get by today without the complete personal 
coverage that Inter-Ocean provides. Your prospects 
recognize the need for four-way protection, and 
Inter-Ocean is the password that leads to sales by 
satisfying all their requirements for complete coverage: 
Life... Hospital . .. Medical and Surgical Expense... 
Income Protection. 


Ever since 1903, Inter-Ocean has offered complete 
personal protection based on modern ideas. 
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Consumer Credit Assn. 
Holds Annual Meeting 


GOEBEL IS OPENING SPEAKER 
Cade Elected Pres.; Hollenbeck, Leffer- 
dink, Oden Vice Pres.; Cheyney 
Gives Address 








About 75 members of Consumer Credit 
Insurance Association made the su- 
preme sacrifice of a June weekend to take 
part in the recent annual meeting which 
took place at the Edgewater Beach 
Hotel, Chicago. This is the organization 
of companies that are concerned with 
the credit life and credit A. & H. busi- 
ness and the interest in the gathering 
was especially keen because the Insur- 
ance Commissioners at their Detroit 
meeting had adopted a statement of 
principles on this type of business that 
represented the culmination of several 
years of study and struggle. There are 
aspects of this code that offer problems 
of operating procedure to the insurers 
and there were many practical matters 
to tackle. 

Commissioner S. H. Goebel of Ken- 
tucky addressed the opening luncheon 
meeting. He was vice chairman of the 
NAIC committee that ee the credit 
insurance matter in hand. Also at the 
head table was E. A. Faircloth, Florida 
Deputy Commissioner. 

New Officers 

Arthur J. Cade, executive vice presi- 
dent of the Old Republic Credit Life, 
Chicago, was elected president of CCIA, 
and T. Leslie Kizer, president of Cen- 
tral States Health & Accident, Omaha, 
became chairman of the board. The 
vice presidents are: Dwight W. Hollen- 
beck, president, Credit Insurance Life 
of Ohio; Allen J. Lefferdink, president, 
Colorado Credit Life of Boulder, and 
Farris Oden, executive vice president 
of Western National Life of Amarillo. 
William J. Walsh, formerly an ALC 
man, was reelected general counsel, and 
Jean C. Brandt, who is remembered by 
many as a former staff member of the 
Association of Casualty & Surety Com- 
panies, was reelected secretary. 

Special guests included W. J. Chey- 
ney, secretary of National Foundation 
for Consumer Credit, and Myron Bone, 
secretary of American Industrial Bank- 
ers Association. 

Mr. Goebel in his talk said leaders in 
the field should inculcate in every per- 
son identified with the credit transaction 
a resolution to exercise the utmost care 
that the purchaser fully understands 
what he is buying and what coverage he 
is getting. CCIA occupies a position of 
leadership and any abuses would be 
likely to react to its discredit. He noted 
that Senator Langer’s committee is 
making an “exhaustive” study in this 
field. 

Mr. Goebel voiced the belief that this 
form of insurance plays an important 
part in consumer credit. 

He suggested that there be a place 
for an entry in the conditional sales 
contract or insurance application stating 
on whom the insurance should be placed. 
He told of a Kentucky incident where- 
under the housewife rather than the 
husband had inadvertently been named 
as the insured. This created a problem 
but the insurer paid when it became 
clear that the husband actually was the 
purchaser of the item even though it 
was the wife that signed the conditional 
sales contract and purchase order. 

Mr. Goebel predicted that in the near 
future there will be a ast expansion of 
credit life and credit A. & H. insurance. 
He further remarked ee in Kentucky 
examination is required for agents sell- 
ing credit life and this has been a help 
to the business. 

Howard F. Clarke, CLU, instructor 
and sales consultant, conducted a sales 
clinic, assisted by Harold Buck, vice 
president of Federal Life & Casualty; 
T. Reuben Darr, Bankers Security Life; 


Theodore Sanborn, North Central Life 
of St. Paul, and Mr. Lefferdink. 
Paul W. Albright executive manager 





Ohio Dept. Approves New 
Auto Rates for Youngstown 


Walter A. Robinson, Superintendent 
of Insurance of Ohio, has approved lower 
rates for private passenger automobile 
bodily injury liability insurance for 
Youngstown and vicinity for member and 
subscriber companies of the National 
Bureau of Casualty Underwriters. The 
lower rates are effective immediately. 

The National Bureau stated that the 
downward rate revision reflected an im- 
provement in the bodily injury liability 
experience for the Youngstown rating 
territory. It noted that an intensified 
traffic safety program in Youngstown 
was begun late in 1951, which appears 
to have had an influence on the rates, 
and it expressed the hope that the 
measures taken to reduce the number 
and severity of street and highway acci- 
dents would be continued. 

As a result of the revision, rates for 
$5,000-$10,000 bodily injury liability in- 
surance for private passenger cars are 
reduced $3 to $8; the amount of the 
reduction varies according to car classi- 
fication. 

The new rates apply to the Youngs- 
town rating territory which comprises 
the entire city of Youngstown, all of 
Austintown, Boardman, Coitsville and 
Poland townships in Mahoning County, 
and also the cities and villages of Camp- 
bell, Lowellville, Poland and Struthers. 


COMP. REDUCTION IN FLORIDA 


The Florida State Industrial Commis- 
sion recently reduced the workmen’s 
compensation insurance premium as- 
sessment from 4% to 3% for the last 
half of 1954. 





of the New York Savings Bank Asso- 
ciation, was another speaker, followed 
by Mr. Cheyney who spoke on “Remoy- 
ing the Fears That Stifle Consumer 


Credit.” 

Some of the points made by Mr. 
Cheyney follow: “You in the credit in- 
surance business have undertaken to 
strike out one deadly fear in the list 
of those besetting the public as it con- 
temple ites installment borrowing or buy- 
ing. I believe in the insurance of in- 
stallment accounts. I believe every in- 
stallment account should be insured. 
While I don’t know the answer, I be- 
lieve you should be studying carefully 
the ultimate enlargement of this in- 
surance until it covers, conservatively 
and properly the hazards of accidents, 
sickness and loss of work as well as 
death. No honest, striving, American 
family should be penalized because of 
these hazards for his acceptance of the 
invitation of private enterprise to deal 
in open markets on terms offered by 
capitalistic business.” 

Pitfalls of Insurance Business 


Mr. Cheyney then said that he was 
well aware that there are pitfalls in the 
insurance business. “It is up to your in- 
dustry to wipe these out. As a con- 
sumer, I shall resent paying double pre- 
miums, contributing to double and other 
unwarranted commissions; yet asa citi- 
zen I realize that in a growing, quite 
new industry, the promotion problems 
are great, and special inducements creep 
into the picture which with maturity 
will disappear.” 

He concluded: “The time is perhaps 
rather short, however. There is on the 
horizon a growing philosophy steeped in 
and perhaps springing from  bureau- 
cracy, that the Federal government 
should delve into the insuring of in- 
stallment accounts. This philosophy is 
unsound. It is dangerous. But it can be 
stopped only by the rapid growth of 
absolutely clean-cut insurance offered 
by private sources at costs strictly in 
conformity with the risks taken. 

“T urge you to bring quickly to ma- 
turity this vital business of yours. And 
I am confident that with this maturity 
must come the almost universal use of 
your facilities by all who lend money 
or sell goods on the installment plan 
to the little families of this country.” 





Eifert Wins O’Hanlon 
Trophy for Best Golf 


IN C. & S. CLUB TOURNAMENT 





President Dean Parker Welcomes 220 
Members and Guests; Chairman 
Frank Gallaher Awards Prizes 





Alan F. Ejifert, president of Ejifert 
French & Co., Inc., uptown New York 
agency, was the winner of the Edw. P. 
O’Hanlon Memorial Trophy for the best 
low gross score in the annual golf tour- 
nament Tuesday, June 29, of the Casu- 
alty & Surety Club of New York. The 


event was held at Knollwood Country 
Club, near White Plains, N. Y., with 





ALAN EIFERT 


220 members and guests attending, 180 
of whom played golf. 

The presentation to Mr. Eifert was 
made by Howard P. Slayback, president 
of O’Hanlon Reports, who said that the 
trophy will become the permanent pos- 
session of whoever wins it three times. 

Club President Dean Parker, casualty- 
surety general manager of the Travelers’ 
80 John Street branch, New York, ex- 
tended welcome at the winner, express- 
ing the club’s 4 gee to Edward 
T. Sinnott of C. R. Black, Jr. Corp. for 
having made arrangements for the pz urty 
at the Knollwood Club of which he is 
a member. He also spoke of the fine job 
done by Frank D. Gallaher and W. J. 
Richardson, both of Royal-Liverpool In- 
surance Group, who were respectively 
chairman and assistant chairman of the 
club’s golf committee. Mr. Parker was 
also appreciative to Mr. Slayback for 
his donation of the O’Hanlon trophy. 
Previously the first low gross competi- 
tion had been for the John J. King 
Trophy in memory of the late chairman 
of Hooper-Holmes Bureau, Inc. 

Golf Prize Winners 

The complete list of the golf prize 
winners, as announced by Chairman 
Gallaher at the dinner, is as follows: 

H. G. Dupont, Massachusetts Bonding, 
second low gross, members only. 

Class A—first low net, Kenneth J. 
Thompson, Glens Falls Group; second 
low net, Guy E. Conrath, American 
Automobile; third low net, R. L. Brad- 
dock, General Reinsurance Corp. 

Class B—Earl Hohbein, Chubb & Son, 
first low net; Harry J. Landen, Spring- 
field Fire & Marine, second low net; 
Norman R. Clarke, Travelers, secretary- 
crnee of the C. & S. Club, third low 


ge C—Joseph W. McLoughlin, 
Sterling Offices, Ltd., first low net; 
William F. Wright, Guarantee Co. of 
North America, second low net; N. A. 
Adamson, Travelers, third low net. 


Best ball tournament — William M. 
Lalor, Central Surety, and William 
Wright, Guarantee Co., first prize; 


Arthur Vreeland, Jr., Northern of New 
York, and Silas R. Franz, president of 
Silas R. Franz Co., New York, second 








MOBLEY-RAMSEY WEDDING 


Daughter of Nathan Mobley of Chubb 
Son Married to Logan C. Ramsey, 
Jr., in Greenwich, Conn. 

Miss Anne Mobley of Greenwich, 
Conn., daughter of Nathan Mobley, 
partner in Chubb & Son and senior vice 
president and director of Federal Insur- 
ance Co., and Mrs. Mobley, was married 
June 26 to Logan Carlisle Ramsey, Jr., 
of New York, son of Rear Admiral 
Logan C. Ramsey, U.S.N., retired, and 
Mrs. Ramsey, of Merion, Pa. The cere- 
mony was performed in St. Bede’s 
Chapel at Rosemary Hall, Greenwich, 
by the Rev. Robert Appleyard, director 
of Christ Church, in that city. A recep- 
tion at the Belle Haven Beach Club 
followed the wedding. 

Miss Constance Mobley was maid of 
honor for her sister and Nathan Mo- 
bley, Jr., was best man. 

The bride is a graduate of Rosemary 
Hall and Bennington College, where she 
majored in drama, and also attended 
the University of North Carolina, her 
father’s alma mater, where she was a 
member of the Carolina Players. She 
made her debut at the Westchester 
Cotillion and is a member of the New 
York Junior League. 

Mr. Ramsey was graduated from St. 
George’s School, Newport, R. I., and 
St. Joseph’s College, Philadelphia. Dur- 
ing World War II he served in the 
Pacific as a naval lieutenant (j.g.). 
character actor, he has appeared in 
theatrical productions and in television 
plays. After their honeymoon the couple 
will live in New York City. 


Kansas Approves Mutual 


Bureau’s Revised Rates 

The Kansas Insurance Department has 
approved a filing of the Mutual Insur- 
ance Rating Bureau involving revised 
bodily injury liability rates for M. & C 
liability and O. L. & T. liability area 
and frontage classifications. The new 
rates apply to all policies written on or 
after June 28 and may be applied to 
policies written to become effective be- 
tween May 1 and June 28. 

The following statewide rate level 
changes for Kansas are involved in the 
revisions: 

M. & C. OnE eet: 
—25.0% +9.7% 

With the addition of this state, rate 

revisions for M. & C. liability and 
L. & T. liability have now been 

approved for the Mutual Bureau in 37 

states and the District of Columbia. 


New Operating Committee 


Penn. Lumbermen’s Mut. 

The Pennsylvania Lumbermens Mutual 
Insurance Co., Philadelphia, has formed 
an operating committee consisting of the 
president, Fred M. Ludwig, who serves 
as chairman, and these four vice presi- 
dents: Robert Platzer who is in charge 
of the finance department; John J. Ford, 
in charge of administration; Roy 
Baker, in charge of the loss department; 
and J. Frank Braceland, Jr., in charge of 
the lumber department. 

Mr. Ludwig has been with the com- 
pany since 1928 and president since May 
1, 1954. 





prize. Mr. Vreeland also won the guest’s 
low gross prize. 

Members’ kickers handicap — Walter 
Smith, Marsh & McLennan; A. G. Stan- 
ten, Phoenix of London. Guests’ kickers 
—William Spiegelberg, Royal-Liverpool 
Insurance Group; James W. Wilson, 
Hooper-Holmes Bureau, New York. In 
the pro’s raffle, the prize (a set of clubs) 
was won by C. R. Smith, American 
International Underwriters Corp. 

Door prize winners included De Blois 
Page, Jr., of the Page Agency, New 
York; Frank M. Clason of Clason & 
Lee Agency, Brooklyn; Peter Farrell, 


American International Underwriters 
Corp. ; James Henriques, Springfield 
Fire & Marine, and G. Morrison, 


American Insurance Co. 
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Boate Hails Safety 
Campaign as Success 


146% REDUCTION IN DEATHS 


“Slow Down and Live” Drive Gains 
Results on Memorial Day; C. & S. 


Association Pleased 


The “conspicuously successful” start 
of the 1954 summertime highway safety 
campaign, “Slow Down and Live,” was 
hailed recently, by Thomas N. Boate, 
accident prevention department manager 
of the Association of Casualty & Surety 
Companies and nationally known high- 
way safety authority, as proof that ac- 
cidents can be reduced. 

Speaking in New York, Mr. Boate 
noted a 16% cut in highway deaths in 
the participating states during 1954 Me- 
morial Day weekend as compared with 
the same holiday last year. The figure 
represents a drop from last year’s 196 
deaths to 165 for this year. Mr. Boate 
pointed out that the reduction came in 
the face of a near-record death toll for 
the nation as a whole and despite the 
fact that this Memorial Day was a 
three-day holiday while last year’s was 
only two days. 

Co-sponsored by 24 States 

The “Slow Down and Live” program, 
started during the Memorial Day week- 
end, is co-sponsored by the governors 
of the 24 northeastern and southern 
states from Maine to Texas and utilizes 
stepped-up speed law enforcement as 
its principal weapon against auto acci- 
dent fatalities. It is scheduled to con- 
tinue through the Labor Day weekend. 

“As one of many business interests 
deeply concerned with the problem of 
safety on the highways,” Mr. Boate 
said, “the Association of Casualty & 
Surety Companies was pleased and 
greatly encouraged to learn of the con- 
spicuously successful launching on Me- 
morial Day of this summer’s ‘Slow 
Down and Live’ program. The execu- 
tive leadership of the governors of the 
participating states and the support 
given them by their motor vehicle and 
highway departments, state patrols and 
official traffic safety coordinating agen- 
cies have proven once and for all that 
we can solve the highway death prob- 
lem if we try. 

“The various state and local authori- 
ties, business interests and public infor- 
mation media which are participating in 
this badly needed life-saving campaign 
have a right to be proud. The results 
achieved over Memorial Day deserve the 
widest attention—a reduction in high- 
way fatalities of 18% in the south, of 
13% in the northeast and, for the con- 
tinued regions, a 16% improvement over 
last year’s record. 

“Moreover, the achievement of reduc- 
ing the average daily death toll from 
highway accidents from 34 in 1953 to 20 
in 1954 in the 11 northeastern states, 
and in the 14 southern states from 64 
in 1953 to 35 in 1954, is a truly striking 
example of the great good that can be 
accomplished by public and private in- 
terests acting together to solve a diffi- 
cult social problem.” 

Continued Effort for July 4 Weekend 

With another three-day weekend com- 
ing up on the Fourth of July, Mr. Boate 
declared, it is imperative that efforts be 
made by the driving public as well as 
by the officials connected with “Slow 
Down and Live” to maintain the suc- 
cessful start of the campaign. 

He pointed out that the Memorial Day 
toll in the 24 non-participating states 
was 197, a total of 32 more deaths than 
in the states where the program is go- 
ing on. “That figure would indicate the 
advisability,” he said, “of conducting the 
program in all 48 states next year.” 

Mr. Boate explained that while the 
Association of Casualty & Surety Com- 
panies is not connected with the admin- 
istration of “Slow Down and Live,” it is 
contributing to the campaign in the 
fields of technical advisement, public in- 
formation and statistical evaluation. The 
association works through the safety co- 
ordinators of the various states. 
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Urges More Cooperation 
In Liability Suits 


ON PART OF TRIAL LAWYERS 





Benson Addresses Trial Lawyers Assn.; 
New Approach Toward Common 
Objectives Is Imperative 


Greater cooperation between plaintiffs’ 
and defense attorneys in insurance lia- 
bility suits was urged by Frederick S. 





Benson, resident secretary in New York 
of Lumbermens Mutual Casualty Co.,. at 
the recent annual meeting of the Metro- 
politan (New York) Trial 
Assn. As a means of relieving court 


Lawyers 


congestion and at the same time expi- 
diting the payment of just claims, a new 
approach toward common objectives is 
imperative, said Mr. Benson. 

Insurance companies do not worry 
about the type of case where there is 
a real injury and at least a good theory 
of liability, Mr. Benson told an audience 
of over 100 attorneys at the meeting at 
Whyte’s Restaurant. “What we do ob- 
ject to are two types of cases: (1) 
where there is a relatively minor injury, 
with liability, which has a value but in 
which the demand is so ridiculous that 
it he angs around for years in the office 
before it is moved at pre-trial or just 
before trial, and (2) where there is no 
injury at all, but because there is lia- 
bility, a case is manufactured out of 
whole cloth.” 


40% of Cases Are in New York City 


Emphasizing the local seriousness of 
such cases, the speaker pointed out that 
almost 40% of all the suits on the books 
countrywide of the 75 largest insurance 
companies doing business in New York 
State, were in the five boroughs of New 
York City. 

There are a number of things which 
plaintiffs’ and defense attorneys must 
do to clean up court congestion and to 
maintain the system of handling negli- 
gence litigation in status quo, said Mr. 
3enson, who instanced the following as 
desirable aims: 


Six Desirable Aims 


1. The solid cases must be more fairly 
and honestly evaluated on both sides 
sooner than they now are. The process 
of settlement is a “bargain and sale 
process” but the end result depends 
upon the sincerity of both sides, without 
which delay will ensue. 

2. The necessary information on 
which cases can be so evaluated must 
be furnished by both sides to the oppo- 
nent, “but primarily it is the plaintiff 
who is selling and we have to know 
what we’re buying.” 

3. There should be freer exchange of 
medical information between plaintiff 
and defendant. If that does not prevail, 
then consultation by impartial experts 
should be invoked. “I don’t believe in 
eliminating surprise altogether from law 
suits, but you have to eliminate medical 
mystery from cases which should be 
settled.” 

4. Pre-trial procedure should be mod- 
ernized and streamlined. 

5. The vagueness and the “shot gun” 
character of pleadings should be re- 
placed by factual allegations which the 
plaintiff's attorney intends and is able 
to prove, in the interest of saving time. 

6. In their own interests, plaintiffs’ 
attorneys should take a long look at 
their contingent fee practices. 


80% Is Negligence Litigation 


“You need healthy insurance companies 
and self-insured corporations,” Mr. Ben- 
son told the trial lawyers. “If the Bar 
will remember that 80% of its litigation 
is negligence litigation, and that a good 
part of your livelihood comes from that 
source, and that economically healthy 
insurance companies and corporate de- 
fendants are essential to the continued 
payment of just claims, then perhaps the 
Bar will be ready to offer more concrete 
and sincere cooperation.” 
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Reader Reactions to Recent N. Y. Talk 
By Gerald Parker on “Cancellations” 


The recent address by Gerald 
Guardian Life, on the 
A. & H. industry, brought forth two 
Eastern Underwriter. Mr. 
of the Bureau of 


president of DeWitt Stern, Gutmann & Co., Inc., 
and so does John R. 
in the following letters: 


the “cancellation problem” 
setts Cz asualty of Boston, 


Stern Defines “Wrong Practices” 


Expressing his great interest “in your 
excellent report of the address by Mr. 
Parker,” Mr. Stern writes: 

“The cancellation problem, which is 
as old indeed as this segment of our 
business, has attained an all-time acme 
of abuse by the companies. This is not 
for ‘deterioration in health’ reasons as 
Mr. Parker well makes clear, but for 
another reason which he euphemistically 
terms ‘wrong present practices of many 
companies’ but does not define. I be- 
lieve your readers are entitled to such 
a definition. 

“T would define this abuse as follows: 
‘Cancellation or non-renewal of an in- 
sured’s accident or accident and health 
contract by an insurance company on 
account of the company’s ill-will toward 
the insured’s agent or broker without 
any care or thought for the welfare of 
the policyholder.’ 

“Let me illustrate this definition. A 
casualty company discovers it has either 
lost money on a broker’s business due to 
bad experience on auto liability, com- 
pensation or mercantile burglary, or be- 
cause the broker does not have a large 
enough account. The company therefore 
closes out the broker’s entire account. 
Most policies can be replaced in other 
companies or may be lost to direct writ- 
ers or other brokers, but in any case 
the insured’s protection continues. 

“However, on the A. & H. policies the 
situation differs. Perhaps the insured 
has passed the age limit for new insur- 
ance; perhaps he has some slight physi- 
cal defect which would militate against 
his replacing his contract, wherein a 
new signed application would be un- 
necessary. Perhaps he has carried a 
policy for 20 years without a claim and 
has become completely uninsurable re- 
cently for new A. & H. insurance. 

“The point is clear. The insured is the 
innocent sufferer because he wasn’t 
fortunate enough to select an agent or 
broker who remained persona grata with 
the company. 

“Don’t think for a minute 
same situation does not occur with life 
companies as well as with casualty com- 
panies. In this case the agent for some 
personal or business reason changes his 
office and new business from Company 
A to Company B. The first named im- 
mediately decides not to renew the 
agent’s A. & H. policies and for the 
reasons outlined above many policyhold- 
ers lose their coverage. The insured is 
the innocent sufferer again. 

“As Mr. Parker states, there is a 
vociferous army of hundreds of thou- 
sands of dissatisfied policyholders de- 
manding that state legislatures correct 
this cancellation abuse. There are thou- 
sands of insurance agents and brokers 
who feel the same way. There are still 
many prominent brokers and agents who 
refuse to write for their clients any- 
thing other than non-cancellable con- 
tracts because they worry so much 
about any future repercussions in their 
client relationships. 


that this 


Has Faith in His Companies 


“I personally do not feel that way. 
I agree fully with Mr. Parker that for 


S. Parker, 
“cancellation problem,” 
“letters to the Editor” 
Parker addressed the New York educational seminar 
Accident & Health Underwriters on this subject. 


secretary, A. & H. department of the 
an increasingly serious one in the 
from readers of The 


DeWitt Stern, 
New York, expresses his views on 
Rudell, regional director, Massachu- 


a long time to come 90% of the business 
will remain, and rightfully so, on the 
cancellable form. Forty years ago when 
my father was one of the originators 
and developers of the non-cancellable 
contract, the conception was of a special 
contract for only superior risks. Forty 
vears of experience and statistics con- 
firm this theory. But that is another 
story. 

“Despite many specific cases I could 
adduce wherein this abuse has flour- 
ished, I still have faith that the compa- 
nies in whom I have placed my trust 
and my client’s contracts will never act 
in such a manner. Perhaps I have 
learned by bitter experience to choose 
my companies carefully. I feel strongly, 
however, that all companies writing A. 
& H. insurance must learn to correct 
this unpleasant situation in the near 
future either by self-regulation or by 
cooperation with agents ‘and brokers’ 
associations. 

“Tf such steps are not taken, many 
producers will continue to regard A. & 
H. coverage unfavorably and shy away 
from fear of jeopardizing their other 
business. More crucial, however, would 
be the enactment of State Insurance 
Department legislation. Why doesn’t the 
Bureau of Accident & Health Under- 
writers, representing the leading compa- 
nies, take immediate, positive action to 


3.” 


extirpate this disgrace? 
John R. Rudell’s Letter 


In his letter to The Eastern Under- 
writer, John R. Rudell of Boston 
brought out, “While Mr. Parker han- 
dled his subject very well, the portion 
of his address wherein he favored can- 
cellable A. insurance may be 
somewhat misinformative. Your review 
of his address points to several reasons 
why policies of this type may be can- 
celled, including unsatisfactory moral 
risk, change of occupation, cancellation 
of all like policies and deterioration of 
health of the insured. The last named 
reason, which Mr. Parker discussed in 
great detail, covered 94 companies which 
reported the various cancellation ratios 


NEW “NON-APPEARANCE” POLICY 


Protects Performers Against Earning 
Loss Due to Accident or Illness; 
$1,000,000 in Premiums Predicted 

A “non-appearance” insurance policy 
has been issued to Margaret Truman, 
Sam Levenson, and Victor Borge pro- 
tecting them against cancellation of their 
current engagements, according to a 
recent announcement by Michael H. 
Levy, who developed the policy and who 
is president of the Federated Broker- 
age Group, New York. Written by the 
Continental Casualty, the policy protects 
the performers against loss of earnings 
due to accident or illness. 

Miss Truman’s policy applies to her 
first legitimate theatre date at Moun- 
tain Home, Pa., Summer Theatre. Sam 
Levenson, now appearing at the New 
York’s Copacabana night club, is covered 
for loss of his salary should he miss any 
performances. Victor Borge, whose one- 
man show has run up a Broadway rec- 
ord of over 300 solo performances, is 
likewise protected against missing any 
shows, both at present and after he re- 
opens "following a July summer vacation. 

Mr. Levy explained that the “non- 
appearance” insurance idea was worked 
out together with Willard Swire, former 
assistant executive secretary of Actors’ 
Equity Association and now executive 
director of ANTA. The prototype of the 
policies announced today was developed 
over a period of four years in consulta- 
tion with underwriters. 

Mr. Levy predicted that over a million 
dollars in premiums will be paid in 1954 
by various factors of the entertainment 
industry taking out this new type of 
“non-appearance” policy. 





to total policies in force. 

“His figures showing the number of 
policies cancelled for all causes may be 
quite accurate. However, the fact which 
sparked me to write is the portion of 
the 23,000,000 policies which should have 
been used as a base. Those who pay 
premiums without reporting claims do 
not contribute to the question of can- 
cellation ratios: therefore, they should 
be omitted at the beginning of the 
study. 

“Assuming that less than 20% of 
policyholders have claims each year, and 
a lesser amount have the serious or re- 
current types, the highest figure that 
Mr. Parker may have used was 4,600,000 
instead of 23,000,000. All cancellation 
ratios, therefore, would be at least five 
times greater. To the insured who is 
cancelled out, the ratio is still 100%. 
This is the blow which stuns the family 
insured and echoes throughout our in- 
dustry. This is likened to lapsation of 
life insurance preceding death. 

“Another point which was not dis- 
cussed by Mr. Parker was the practice 
of issuing a rider which cancels out the 
impairment after claim is paid. Was 
this considered in his ratios of cancella- 
tion or may it be considered to increase 
the totals even higher than stated?” 
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Write stating age, marital status, 
experience and salary required 
to: P. O. Box 281, Wall St. Sta- 
tion, New York 5, N. Y. 











$2144 BILLION FOR A. & H. IN 1953 


Bureau Says This New Premium High 
Represents 20% Growth Over 1952 
and Almost 500% over 1943 
Americans last year paid insurance 
companies over 2% billion dollars for 
financial protection against the expense 
of accident and illness. This figure was 
reported by the Bureau of Accident & 
Health Underwriters, a non-profit trade 
association representing 89 of the coun- 
try ’s leading insurance companies writ- 

ing accident and health insurance. 

Factually stressing the unabated pub- 
lic demand for insured protection 
against the cost of accident and sick- 
ness, this new high of premiums paid 
represents a growth of 20% over 1952 
and of almost 500% over 1943. 

A break-down of the figures shows 
group insurance again the leader with 
a premium volume in excess of 1% mil- 
lion dollars. Individual insurance is now 
just short of $1 billion mark, registering 
an increase of almost 16% on 1952 busi- 
ness. 

The all-around advance of the acci- 
dent and health industry is satisfactorily 
in line with the whole private voluntary 
health insurance movement, the bureau 
says. In response to public demand in- 
surance companies have over the past 15 
years steadily developed existing cover- 
ages and introduced new ones—the 
latest being major medical expense cov- 
erage which answers the need of finan- 
cial protection against catastrophic ac- 
cident and illness. 

“The 1953 premium total emphasizes 
the expanding role of private insurance 
carriers in the economics of modern 
health care and the continued confidence 
of the public in the insurance mechanism 
and in its effectiveness to counter to- 
day’s spiraling health bill,” the bureau 
concludes. 


New Texas A. & H. Claims 
Assn. Chapter Organized 


A chapter of the Texas Accident & 
Health Claims Underwriters Association 
has been organized in San Antonio. The 
following officers have been elected: 
Russ Kalk, claim manager, American 
Hospital & Life, president; M. C. 
Christopher, vice president in charge 
of programs, Southern Union Life; Mrs. 
Lucy O. Biles, manager of claims de- 
partment, Texas United Life & Casu- 
alty, vice president in charge of mem- 
bership; Mrs. Gertrude C. Putnam, un- 
derwriter, Great American Health & 
Life, secretary; and directors, W. P. 
Hinsch, vice president and actuary, 
American Hospital & Life; C. M. Craft, 
South Texas Claims Service ; Lawrence 
W. Folks, claims department, Time Life 
Insurance Co.; W. B. Smith, claim di- 
rector, Retail Credit Co.; Miss Virginia 
Williams, manager of claim department, 
Great American Health & Life; Mrs. 
Agnes B. Cardiel, claim manager, South- 
west Texas Life. 


Ken Thompson’s New Post 


Kenneth R. Thompson, who resigned 
from Guardian Life’s A. & H. depart- 
ment last year to go South, is now con- 
nected with the home office A. & H. 
staff of Provident Life & Accident, 
Chattanooga. Mr. Thompson is a past 
president of the A. & H Club of New 
York. 
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Texas A. & H. Claim Association 
Holds First Annual Convention 


At the recent first annual convention 
of the Texas Accident & Health Claims 
Underwriters Association in Austin the 
keynote address was delivered by 
Lowery Loveless, vice president and di- 
rector of claims, InsurOmedic Life of 
Dallas, who was program chairman. 
Tracing the development of the organi- 
zation from an idea of Jack Penter, 
vice president of InsurOmedic Life, he 
pointed to its present status of over 60 
members and three local chapters. These 
are located in Dallas, Houston and San 
Antonio. 

Mr. Loveless told of efforts in 1952 
to bring about a closer understanding 
with the Texas Medical Association by 
a study of problems affecting the physi- 
cians, insurance companies and hospitals 
which serve the insurer. He then spoke 
appreciably of the Hospital-Insurance- 
Physicians Committee (HIP) of which 
the organizer and director was Clifford 
McDonald, agency director, International 
Fidelity Insurance Co., Dallas, and head 
of its A. & H. department. 

Mr. Loveless also referred to the re- 
cent adverse publicity given to insurance 
in Texas because of companies placed 
in receivership and dwelt on the impor- 
tant psychological effects of such pub- 
licity. He emphasized that persistency 
of business is based upon good public 
relations, saying that claims payments 
are most important in developing good 
public relations. 


Claim Overpayment Causes Higher Rates 


The overpayment of claims, Mr. Love- 
less stated, results in higher rates. How- 
ever, at times borderline claims are paid 
so as to promote better public atti- 
tudes. In this connection, he said that 
when the public buys accident and health 
insurance it is buying peace of mind. 

Debord, assistant administrator, 
Brackenridge Hospital in Austin, a guest 
speaker, referred to the statement of 
the American Hospital Association in 
January, 1954, which made clear that the 
admission of a patient to a hospital is 
the responsibility of the family, and that 
the payment for the amount due the hos- 
pital is the obligation of the family. 

Mr. Debord stated that the cost of 
hospitalization is unpredictable because 
of the factors involved. The trend is for 
more comprehensive insurance plans to 
meet the payment of hospital costs. In 
his opinion, prepayment of costs will 
provide hospitalization at the lowest pos- 
sible costs, but experiments as to the 
problems of cost and service are still 
going on. 

Gaps in Hospital Plans 

He went on to say that there are still 
some gaps in the hospitalization plans 
and that the public has not fully realized 
the necessity for prepayment of hospital 
costs, the number of patient senrolled, 
and the inability of some to afford hos- 
pitalization. 

Speaking of the problems of the ad- 
mission clerk of the hospital, Mr. Debord 
enumerated: (1) Whether the person 
to be admitted is covered by his insur- 
ance policy; ((2) whether the payment 
will be made by the insurance company 
to the hospital or to the individual in- 
sured, and (3) the responsibility of ad- 
mission where insurance is carried. 

Mr. Debord then referred to claims 
declined by the insurance companies be- 
cause the policy did not cover the par- 
ticular illness. He explained that when 
group insurance is involved, the standard 
claim form is clipped to the insurance 
company form and sent through. At 
times the patient refuses to fill out his 
part of the blank. While some compa- 
nies provide claim blanks in advance 


other do not, so a line for an explana- 
tion should be placed on the form as 
regards extension of credit. The patient 
does not know his ailment well enough 
to know whether his policy covers his 
hospitalization. Mr. Debord stated that 


the patient is often under the impres- 
sion that his policy will pay the hospital 
and therefore does not feel obligated to 
pay any part of the hospital bill. 

As to pre-existing conditions which 
are not covered, Mr. Debord would place 
the responsibility on the agent writing 
the business. In response the claim men 
say the agent is interested in the finan- 
cial side of the sale and that when he 
answers all questions and follows the 
information given him no more can be 
expected of him. 


Dr. Ristine Address 


Following the luncheon, the guest 
speaker was Dr. Leonard Ristine, su- 
perintendent, Austin State Hospital, who 
spoke on “Education, Health and Wel- 
fare.” Speaking first of the effects of 
the menopause, he said that men as 
well as women have the menopause. It 
is not a simple matter to state how many 
are received at the hospital because of 
the menopause and because of other 
factors. He said that probably 44% of 
those are received because of changes 
affected by the menopause. 

Dr. Ristine then turned to the history 
of treatment of mental cases from the 
time when the mentally sick were beaten, 
burned or hanged, to the present more 
enlightened treatment. Here, he stressed 
the need for more adequate housing and 
more trained physicians to treat those 
who are mentally ill. 

He warned against the writing of in- 
surance on the psychoneurotic. He also 
spoke of the effects of syphillis as re- 


duced to a minimum through present 
method of treatment. “In underwriting 
an individual all personality factors 


should be considered,” he advised. 
A panel presentation on “Major Medi- 
(Continued on Page 34) 


All American Opens 
A. & H. Sales Schools 


ON 14 STATES REGIONAL BASIS 
V.P. Long Says Recruitment Difficult; 
Gives Major Agency Department 
Objectives 





D. C. Long, vice president and direc- 
tor of agency development for All Amer- 
ican Casualty Co., Chicago, has inaugu- 
rated a series of regional accident and 
health sales training schools in 14 states. 





Austen Field 
D. C. LONG 


Zone managers, agency managers and 
home office supervisors are attracting 
professional-type producers who gradu- 
ate into higher income-earning brackets 
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after one week of specialized training. 

A recent All American A. & H. train- 
ing school opened in Austin, Tex., June 
7 to 11, followed by an Illinois school 
conducted at the home office in Chi- 
cago, June 14 to 18. The future schedule 
of regional schools will pregress into 
Iowa, Oklahoma, Indiana, Minnesota, 
North Dakota, Ohio, Alabama, Florida, 
Colorado, Massachusetts, Pennsylvania 
and Michigan. 

Concurrently with the regional schools 
for producers, a series of All American 
training schools for A. & H. managers 
was launched in Indianapolis by K. W 
Stewart, assistant agency director of 
the company. 

Recruiting Difficult 

“Recruiting the right type of men to 
sell professional-type accident and health 
insurance is difficult,” says Mr. Long. 
“for it takes capable individuals to sell 
life-time income protection—men who 
want a bigger share of the better things 
in life for themselves and their families 
Once they become enthusiastic, the job 
of training men to sell quality business, 
with no house confinement required, be- 
comes easy.” 

Included in All American Casualty’s re- 
gional A. & H. sales training program are 
special instructions in association selling, 
business insurance, franchise and indi- 
vidual professional selling. The policies 
of the company are sold in only four 
classifications to risks engaged in prac- 
tically all businesses and professions. 

Major Agency Dept. Objectives 

Mr. Long has crystallized major agency 
department objectives of All American 
Casualty into the following aims: 

1. To develop a sales organization 
which will be capable and permanent— 
one which will produce a desired volume 
of quality business at a cost within rea- 
sonable limits—one in which all will be 
pleased and surprised by the reward of 
constantly increasing income. 

2. To promote the sound growth and 
development of the entire company in 
every way possible and to enlist every 
qualified man to devote his full time 
by cooperating in the production of a 
larger share of earnings for all. 

3. To build and maintain proper rela- 
tionships and thorough understanding 
between the men in the field and all 
departments of the home office. Co- 
operation is a two-way street in which 
traffic must be kept moving for the 
benefit of the company of which all 
are a part and in which all should be 
vitally interested. 


Fundamental for Agent Selection 

“The All American fundamental for 
guidance in the selection of professional- 
type agents,” disclosed Mr. Long, “is 
never to contract a person as a represen- 
tative unless we are convinced, and he 
agrees, that his income will be more 
than sufficient to keep him on a sound 
basis and enable him to maintain a 
proper professional place in his commu- 
nity. We are just beginning to show 
our colors, with a large increase in 
premium writings last year.” 


Carden Has Prominent Role 
In College World Series 


H. C. Carden, vice president of Mu- 
tual of Omaha, in charge of advertising 
and public relations, played an impor- 
tant role in the success of the recent 
College World Series staged in Omaha. 

Mr. Carden served as vice chairman 
of the World Series, in charge of ticket 
sales, and was largely instrumental in 
this national sports event—establishing 
a new attendance record of over 35,000 
this year. 

The series drew 7,810 the final night, 
as Missouri defeated Rollins College of 
Florida 4-1. Rollins previously had elim- 
inated Michigan State, the tournament 
favorite. 

Mr. Carden, along with a group of 
Omaha business leaders, annually spon- 
sors the College World Series as a 
civic project in Omaha. The event at- 
tracts eight regional collegiate baseball 
champions for National Collegiate Ath- 
letic Association national championship. 
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Elections Held by III. 
Casualty Insurers Bur. 


AT SEVENTH ANNUAL MEETING 


Herrmann New President; Trunck, 
Rhein Vice Presidents; Bell Speaks 
On Auto Competition 


The Illinois Bureau of Casualty In- 
surers held its seventh annual meeting 
recently in Springfield, Ill., with the fol- 
lowing officers being elected for the year 
1954-55: 

Officers: president, C. C. Herrmann, 
vice president, Motor Vehicle Casualty 
Co.; first vice president, L. A. Trunck, 
president, Western States Mutual Casu- 
alty Co.; second vice president, H. H. 
Rhein, manager, Automobile Club Inter- 
Insurance Exch: unge; secretary, J. C. 
Bishop, secretary, Ohio Farmers In- 
demnity Co.; treasurer, A. F. Koring, 
secretary, Suburban Casualty Co. 

Directors: C. L. Morris, vice president, 
Illinois National Casualty Co.; C. H 
Neyhart, secretary, Economy Fire & 
Casualty Co.; C. M. Fish, president, 
Freeport Motor Casualty Co.; Louis 
Pastor, vice president, Universal Mutual 
Casualty Co.; N. C. Russell, manager, 
Inter-Insurance Exchange of the Chicago 
Motor Club; B. H. Forbes, vice presi- 
dent, American States Insurance Co.; 
Harold Moore, vice president, Wolverine 
Insurance Co.; Karl Buehler, manager in 
charge of underwriting, Beacon Mutual 
Indemnity Co.; P. N. Snodgrass, secre- 
tary, General Casualty Co. of Wisconsin. 

S. Alexander Bell was re-appointed as 
manager for the Bureau and Robert J. 
Icks as actuary. Mr. Bell reported that 
the membership now consists of 25 mem- 
bers and seven subscribers, or a total 
of 32, and that $39,129,252 of premiums 
were written in the state of Illinois and 
$206,010,137 written nationally. This rep- 
resents an increase of 6% in premiums 
over the year of 1952 in Illinois and 27% 
countrywide, he said. 

Mr. Bell featured in his address, “Com- 
petition in the Automobile Insurance 
Field.” He pointed out the danger that 
“refinement of classification sc hedules” 
in automobile insurance will lead “into 
conflict with the social aspects of the 
automobile insurance problem.” 

Mr. Bell indicated “the potential 
danger” in the continuous process of 
refining automobile classification sched- 
ule. “When these classifications reach a 
point where a goodly portion of the 
automobile owners of this country can 
no longer afford to pay for the insur- 
ance which they must have to drive their 
cars, the social aspect of the problem 
will come to the fore and will in- 
evitably bring political action.” 

The Real Competition 

Reviewing the background of auto- 
mobile insurance rating from the early 
twenties, Mr. Bell showed that the early 
competition “between so-called confer- 
ence companies” and “independent spe- 
cialty companies” has been superseded 
by “direct writers,” who have become the 
“real competitive force, not only against 
the bureau companies but also against 
the specialty agency companies, for they 
are now cutting the rate from both ends, 
the loss and the expense provisions. 

“This is the time for the automobile 
insurance industry to stop, look and 
listen. Competition is a wonderful thing 
and, may we never be without it,” Mr. 

3 ell oe “but competition is good 
only when : is limited to business and 
not to social problems.” 

The meeting was followed by a recep- 
tion at the St. Nicholas Hotel, and a 
day of golf at Oak Crest Country Club. 
The annual dinner was attended by rep- 
resentatives from the Illinois Insurance 
Department. 


APPOINTED SUPERINTENDENT 

Garland M. Neal has been appointed 
superintendent of safety engineering 
and field underwriting for Texas Em- 
ployers’ Insurance Association-Employ- 
ers Casualty Co., according to a recent 
announcement. Mr. Neal has been with 
the Dallas insurance firms since 1949, 


Calif. Continues Study 
Of Irresponsible Driver 


PLAN FUTURE DISCUSSIONS 


Possible Issuance of Voluntary Unsatis- 
fied Judgment Coverage Will Not 
Affect Motorist Research 


Following a well attended meeting in 
San Francisco a spokesman for the 
Committee of California Insurance Com- 
panies announced that the study of the 
problem of the irresponsible motorist is 
being diligently continued. The spokes- 
man stated that it is contemplated that 
further meetings will be arranged so 
that all interested groups may be con- 
sulted and given full opportunity to ex- 
press themselves. 

In connection with this announcement 
it is of interest that one of the Cali- 
fornia companies (Pacific Indemnity) has 
recently advertised a form of “Unsatis- 
fied Judgment Coverage Endorsement” 
to be sold in connection with auto bodily 
injury liability policies, providing 5/10,000 
indemnity to the insured and spouse and 
dependent minor children of the insured 
for a judgment recovered against a neg- 
ligent and financially irresponsible mo- 
torist. 


Might Issue Similar Coverage 


Similar forms of endorsements are in 
use in other states. It is anticipated 
that other California companies may 
issue a voluntary type of coverage with 
respect to such unsatisfied judgments. 
The issuance of this type of insurance, 
it was stated by the spokesman for the 
California companies, will not effect con- 
tinued study of the problem and the 
California companies support of their 
program. 

It will be recalled that the presidents 
of 15 California companies met early in 
1953 for the purpose of discussing this 
problem and of attempting to find a 
satisfactory solution. 

Following preliminary study a sub- 
committee of the California companies 
appeared before the Senate interim Com- 
mittee on vehicles and aircraft at a 
meeting held in Santa Barbara in Aug- 
ust, 1953. Pursuant to the discussion at 
that meeting the California companies’ 
committee, on April 14, discussed with 
the Senate committee and distributed 
widely a “First Progress Report”. This 
report contains a_ tentatively proposed 
program of changes in the insurance 
code and related statutes. 

The recent San Francisco meeting con- 
cluded with general agreement that the 
near and program prepared by the 
California companies and the suggestions 
and criticism heard at the meeting re- 
quire further study. The date and places 
of further meetings will be announced 
later. 


Aetna Changes 


(Continued from Page 27) 


alty claim division, being appointed field 
supervisor in 1945. He is a former presi- 
dent of the Aetna Life Men’s Club. 


R. R. Willey 


Mr. Willey, who was also advanced to 
assistant secretary, is a graduate of the 
University of Miami and received his 
law degree from the University of 
Florida. He joined the company in 1929 
as an adjuster at Miami and served as 
head of the claim office at Denver, Colo., 
and Richmond, Va., before coming to 
the home office in 1948. He was pro- 
moted to field supervisor five years ago. 

Mr. Willey is a past president of the 
Virginia Claim Men’s Association. 


CRAWFORD SPECIAL AGENT 


North British Group announced ap- 
pointment effective June 26, of James 
Y. Crawford as special agent replacing 
Robert D. Braswell, resigned. Mr. Craw- 
ford will assist State Agent Gilbert F. 
Jones, and both will have offices at 1015 
Sudekum Building, Nashville. Mr. Craw- 
ford is a native of Nashville, Tenn. 


DOWNES NEW SUPERINTENDENT 


Of Employers’ Group; Joined Cos. in 
1948; Manchin Named His 
Assistant 


The Employers’ Group Insurance Com- 
panies have appointed William H. 
Downes as superintendent of their edu- 
cation department in Boston. Mr. 
Downes’ new appointment became effec- 
tive July 1. 

Mr. Downes joined The Employers’ 
Group in 1948 as a special agent in the 
Harrisburg territory, having had previ- 
ous experience in the insurance business 
as rating engineer, underwriter and chief 
underwriter. In 1952, he was appointed 
manager of the Harrisburg branch of- 
fice, which position he has held up to 
the time of this new appointment. 

In addition, Mr. Downes is a CPCU 
and has for several years taught insur- 
ance courses at Penn State. 

Effective as of the same date, Mr. 
Ernest Manchin becomes assistant su- 
perintendent of the education depart- 
ment. Mr. Manchin has been with the 
Employers’ since 1927, and has served 
in various capacities ‘with the compa- 
nies. He has had many years of under- 
writing experience and his latest assign- 
ment has been that of educational 
assistant. 


W. M. Kroll, R. L. Thomas 


Mark 25 Years With F. & D. 
William M. Kroll and Robert Lee 


Thomas, Washington branch manager 
and Memphis associate manager, re- 
spectively, of the Fidelity & Deposit Co. 
and the American Bonding Co., com- 
pleted 25 years of continuous service 
with those companies on July 1. 

Mr. Kroll first became associated with 
the two companies in their W ashington 
branch, and later served in various ca- 
pacities in New Orleans and Kansas 
City before his re-appointment to 
Washington as branch manager in 1950. 
He is a native of Cumberland, Md., and 
was educated at George Ww ashington 
University Law School. 

Mr. Thomas was born in Huntington, 
Tenn., and was educated at Vanderbilt 
University before joining the Memphis 
branch of the F. & D. and its affiliate in 
1929. He became assistant manager of 
the branch in 1943, and was named as- 
sociate manager in 1952. 


Catlin Asks Controls 


(Continued from Page 28) 


which 
whereby 


has been adopted in 24 states 
existing licenses come up, for 
renewal monthly, usually the month of 
birth, rather than annually, is proving 
both economical and efficient. Further- 
more, it offers the most practical means 
of introducing the principle of reexam- 
ining operators, especially those where 
there is any question as to operating 
ability or physical fitness. 

“(5) Adoption of the so-called point 
system which is being found effective 
in many states, and particularly along 
lines of affording better control of the 
accident-prone driver.” 

Public Support 

As to public support, Mr. 
confident public opinion and _ interest 
at the state and community level can 
be counted upon to develop and support 
aggressive and intelligent official lead- 
ership. However, he said, to be effective 
such interest and support must be or- 
ganized, and in such a manner as to 
create official recognition and respect. 

“It would be my sincere hope,” con- 
cluded Mr. Catlin, “that as a result of 
what I have said concerning the prob- 
lem surrounding automobile assigned 
risks an appropriate committee of your 
association would be asked to consider 
ways and means whereby a_worth- 
while solution can be found which would 
benefit the interests of all concerned. I 
am sure I speak for the insurance inter- 
ests in saying that we shall be more 
than glad to cooperate with you in such 
an effort.” 


Catlin was 


WESNER LEAVES A. & H. FIELD 


Gives Expression to His Love for Music 
by Joining Griffith Piano Co., Newark; 
Resigns From Simons Co. 


Willard Wesner, well known in A. & 
H. production circles of northern New 
Jersey for many years, resigned recently 
from the C. J. Simons Co., Inc., to join 
the Griffith Piano Co., Newark. While 
with the Simons agency for seven and a 
half years Mr. Wesner served as field 
supervisor on both A. & H. and group 
business. Prior to that he gave 16 years’ 
service to the Loyalty Group as chief 
accountant and house organ editor in its 
home office A. & H. department. 

For years Mr. Wesner’s avocation has 
been music. It was therefore appro- 
priate that he accepted the opportunity 
presented by Griffith Piano Co. to join 
the organization as demonstrator and 
salesman of Hammond organs and 
pianos. He is also organist of the Unity 
Unitarian Church of Montclair, a post 
he has occupied for the past two years. 
Prior to that he was organist and choir 
director for seven years of the Watch- 
ung Congregational Church, Montclair. 


GREENWOOD NEW PRESIDENT 


R. Hilliard Greenwood, claims mana- 
ger of the American Mutual Insurance 
Co., was recently elected president of 
the Alabama Claims Association. He 
succeeded M. G. Cooper, claim agent of 
the St. Louis-San Francisco Railway Co. 


Texas A.&H. Changes 


(Continued from Page 33) 


cal Coverage” was next presented, with 
Russell Donovan, vice president, United 
American Life, as moderator. 


Major Medical Fanel 


Charles Scott, Great American Re- 
serve, first speaker on this coverage 
indicated that $5,000 to $10,000 may be 
considered as the major medical expense 
limit. He stated that in such insurance 
the feature of coinsurance should be in- 
troduced in proportion to the amount 
called for. He also suggested use of 
deductibles, and said that such policies 
may be sold up to age 65. 

A. P. Dowlan, Great Nation ul Life of 
Dallas, said that major medical is in the 
experimental stage and that only nine 
major companies are now in this market. 
He agreed that coinsurance is necessary. 

Lynn Brooks, Southland Life, Dallas, 
stated that the principle of the deduc- 
tible is new in this coverage and that 
the companies must educate buyers. 

James P. Thomas, Cravens, Dargan & 
Co., Houston, cited the fact that his 
general agency must consider the wel- 
fare of an agent and the problem of the 
large account which may be lost if 
adverse action is taken on a risk. He 
cited the fact that the St. Paul-Mercury 
Indemnity will w rite only those who can 
qui ulify for life insurance while the 

3oston Insurance Co. uses the deduc- 
tible. He stated that the business is 
new and post-underwriting may be nec- 
essary. 

Sen. Parkhouse Dinner Speaker 


Senator George Parkhouse of Dallas 
was the guest speaker at the dinner 
which climaxed this meeting. Referring 
to published reports 6n the “insurance 
situation in Texas” he denounced the 
idea that there is “an insurance mess” 
in the state. Most of the so-called con- 
troversy, he said, is being generated 
artificially and unnecessarily “to serve 
the political purposes of a little group 
of men who have embarked upon a 
vindictive campaign to destroy at-all- 
costs public confidence in the sound 
institutions and sound leadership in this 
state.” 

Senator Parkhouse praised the Texas 
Board of Insurance Commissioners for 
moving boldly and effectively to protect 
the public interests by placing in receiv- 
ership insurance companies which were 
insolvent. 
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‘“Unforeseen events ... need not change and shape the course of man’s affairs’’ 
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t Not when lives are at stake. It takes an expert...on deck with the right advice, 
q at the right time. Another kind of expert is needed to give you right advice 
4 at the right time on your insurance needs. 
f Your Maryland agent is such an expert. He knows how unforeseen events can 
; : cause financial ruin to your home or business. Also, he knows how to protect you 
: with adequate insurance, before you have a loss. Why not check with him today? 
: Remember: Because your Maryland agent knows his business, 
: it’s good business for you to know him. 
MARYLAND CASUALTY COMPANY 
Baltimore 3, Maryland 
There are many forms of Maryland protection for business, industry and the home. Casualty Insurance, Fidelity and Surety 


Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 











Another striking advertisement to help build more business for the local agent or broker 
by dramatizing the importance of his knowledge and judgment. 
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Here is another great, new Travelers 
Life contract designed to meet the 
needs of today’s families, today and 
tomorrow! Backed by a complete 
merchandising program, including a 
full schedule of national advertising, 
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Protection Plus is another big sales 
plus for Travelers representatives. 
Why not see your Travelers Life Man- 
ager or General Agent for full infor- 
mation about Travelers complete 
range of modern Life contracts? 


The Travelers wsuranct company 


Hartford, Connecticut 
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